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More Loge - Cicaper 
utth “Loggers Dream 


Step-up Your War Output 
With Present Man Power 


Others are getting more logs in—faster—cheaper—with same or 
less manpower—atfter putting “Loggers Dream” on their job. Let 
“Loggers Dream” solve your manpower problem—reduce your 
logging costs—increase your net profit. 


“Loggers Dream” travels to the job at truck speed. Quick and easy 
to set up or take down. Only 3 men to the unit. Yards up to 500 
feet from bad spots where livestock or tractive machines fail. Plenty 
of power. Speed loading of trucks or R. R. cars. The operators 
listed at the right know from experience the merits of the “Loggers 
Dream.” Re-orders are the final proof. 


Investigate! Find out today how “Loggers Dream” will save you 
money—solve your manpower problem—step-up your war output 
and equip you to handle the flood of orders after the war. 


Send a postcard for complete “Loggers Dream” Facts. 


TAYLOR'S MACHINE WORKS 


Louisville, Mississippi 


AMERICAN LUMBEBMAN. Published every other week by The American Lumperman—Established 1878—Uffice of Publication, 139 North Clark 
Street, Chicago 2, Ill. Entered as second-class matter March 28, 1982 at the Post Office at Chicago, Illinois, under the Act. of March 8, 1879. 











Some Owners of 


“Loggers Dream" 


W. A. Belcher Lbr. Co., Birmingham 
(2 machines) 

Chicago Mills Lbr. Co., Helena, Ark. 

Dixie Veneer Co., Shamrock, Fla. 

Gulf Lbr. Co., Mobile, Ala. (2 ma- 
chines) 

Beaumont Veneer Co., Beaumont, 
Miss. (2 machines) 

Tuscaloosa Veneering Co., Meridian, 
Miss. (2 machines) 

McKnight Veneer Co., Helena, Ark. 
(2 machines) 

E. L. Bruce Co., Memphis, Tenn. 

Tremont Lbr. Co., Rochelle, La. (5 
machines) 

J. M. Jones Lbr. Co., Natchez, Miss. 
(3 machines) 

W. P. Brown Lbr. Co., Fayette, Ala. 
(2 machines) 

Allen Cooperage Co., Jackson, Miss. 
Branch of Grief Bros., Cleveland, 
©. (20 machines) 

Goodyear Yellow Pine Co., Picayune. 
Miss. (4 machines) 

Columbus Ibr. Cno., Brookhaven, 
Miss. (4 machines) 

Ingram-Day Lbr. Co., Yarbo, Ala. 

Carr Lbr. Co., Pisgah Forest. N. C. 

Vredenburcth Saw Mill Cn.. Vreden- 
burgh, Ala. (2 machines) 

The Mengel Co., Baton Rouge, La. 
(2 machines) 

Howe Lbr. Co., Helena, Ark. (2 ma- 
chines) 

7 Wells Lbr. Co., Belhaven, 


Paducah Sawmill & Logging Co.. 
Paducah, Ky. 

D. L. Fair Lbr. Co., Louisville, Miss. 
(3 machines) 

LeMieux Lbr. & Log Co., New 
Orleans, La. 

— Lbr. & Supply Co., Opelika, 

a. 

W. W. Caruth, Jr., Dallas, Tex. 

Milliard B. Wingate, Lake City. Fla. 

Vestal Lbr. Co., Knoxville, Tenn. 

Foster Lbr. Co., Fostoria, Tex. 

Geo. C. Griffith Stave Co., Spring- 
field, Mo. 

Nichols Veneer Co., Valdosta, Ga. 
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Highlights of the Issue] 


p In these days of polls and counter-polls the 
AMERICAN LUMBERMAN conducted one 
designed to be of real benefit to its lumber and 
building materials dealer readers. The results 
appear on six pages of this issue (beginning 
page 36) and put in a few words and figures the 
facts about the average lumber and building 
material dealer today, and about what he can 
reasonably expect of the future. More than 1200 
representative dealers in all parts of the nation 
replied to our detailed questionnaire which was 


the basis of this feature. 


> Personnel problems are big items in the life 
of the lumber dealer today. Starting on 
page 34 is an actual case story telling how one 
lumber dealer has completely freed himself of 
worries about help. In addition there is an 
article (page 48) that goes into detail about 
training new employes. Training is a selling job 
—a job that is going to have to be done time 
and again as the employe dislocations that will 
come with the return of servicemen become 


more numerous. These suggestions are going to 


be helpful. 


> Four more houses and house plans appear 

this issue with complete floor plans avail- 

able through the AMERICAN LUMBERMAN 
office. Page 44-47. 


> Many a dealer has lost sleep worrying about 
his competition. Beginning on page 58 is 
the essence of a speech which recognizes that a 
dealer’s competition is of at least three types, 
and makes some definite suggestions about meet- 
ing it. 








POTLATCH FORESTS, Inc., Potlatch, Idaho Coeur d’ Alene, Idaho 
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WEYERHAEUSER TIMBER COMPANY, Everett, Washington BOISE PAYETTE LUMBER COMPANY, Emmett, Idaho 


a’ ca A 








November 11, 1944, AMERICAN LUMBERMAN HAmery 





There'll be no Reconversion Problem 
in the Lumber Industry 


As soon as war demands are satisfied, you’ll be able to obtain 
lumber of pre-war quality and with the usual prompt delivery. 
The situation is tremendously reassuring. 

There will not be a moment lost in the change-over from 
war to peace production. We’ll simply continue to manufacture 
as we are today. For war demands and civilian demands are very 
similar—they both call for standard sizes, grades, and items. Instead 
of our product being shipped for military use, its distribution 
will be re-channeled to RETAIL YARDS and industrial users. 

You can count on lumber of pre-war quality again — and 
that was the best manufactured lumber that ever reached the 
American market. It was uniformly graded, carefully machined, 

SS. and properly seasoned. You can expect that quality again from 
SS SS eyerhaeuser. 

~Millions of feet per day of well seasoned lumber will be 

SS ailable as soon as distribution restrictions are removed. Mod- 

nw kilns are drying lumber in great volume. They accomplish 

, matter of days what formerly required months. 

Yi With the return of skilled workers, with the new techniques 

, y developed i in forest and mill, and with new and more efficient 

| yf equipment, quality lumber production will equal normal 
consumer needs. 


WEYERHAEUSER SALES COMPANY 
SAINT PAUL 1, MINNESOTA 


WEYERHAEUSER 4-SQUARE LUMBER AND SERVICES 
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FOR THE LUMBER AND BUILDING MATERIALS 


Act to Correct Pay Inequities 


Wage guides to speed the correc- 
tion of intra-plant pay inequities in 
the West Coast lumber industry have 
been ordered by the National War 
Labor Board. 

The guide rates will be based on 
the existing wage rates throughout 
the industry. They will aid the board’s 
West Coast Lumber Commission in 
judging whether adjustments may be 
made in the wage structure of the Pa- 
cific lumber concerns. WLB has di- 
rected the commission to consider the 
following points in acting on a pro- 
posed wage adjustment: 

1. The relationship among job 
classification rates in the West Coast 
lumber industry. 

2. The historical relationships 
among the wage rates of the jobs of 
the particular company involved. 

3. The nature of the work per- 
formed by the employees in the indi- 
vidual job classifications involved. 

4. Such other factors subordinate 
to the above may be relevant to the 
particular case. 

In establishing these “guide rates,” 
the West Coast Lumber Commission 
will take into account the extent to 
which a particular job is uniform or 
substantially the same throughout the 
industry or area and whether the 
range or rates for that job are the 
same throughout the industry. 

Where there is a wide range of ex- 
isting rates for a job, it will not be 
necessary for the commission to set a 
single guide rate. The commission 
will ascertain whether the particular 
job can be broken down into separate 
job classifications and whether guide 
rates can be established for each of 
these job classifications. 

In cases where intra-establishment 
adjustments are authorized by the 
commission, these shall not increase 
the level of production costs appreci- 
ably or furnish the basis either to in- 
crease prices or to resist otherwise 
justifiable reduction in prices. 

Recently, WLB denied a general 
wage increase in the dispute cases 
which involved 77 Pacific Northwest 
pine and fir lumber operators and ap- 
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proximately 130,000 workers. The 
board majority stated that it recog- 
nized the critical man power situation 
in the industry, but found that the 
record presented no convincing evi- 
dence that the manpower problem 
could be solved or even materially re- 
lieved by a general wage increase. It 
was felt by the board that a general 
wage increase for all the 130,000 
workers would tend to unstabilize the 
wage structure of the nation. 

The directive extended a night shift 
differential of 25 cents a shift in the 
pine industry and differentials of 25 
cents a shift for the second shift and 
40 cents a shift for the third shift in 
the plywood operations of the Doug- 
las fir region was provided. 

In August 1943 when a critical war 
production bottleneck existed in the 
lumber industry, WLB authorized 
several regional boards to permit 
lumber establishments to grant their 
employees up to 50 cents an hour 
without board approval. 

The order which permitted the 
lumber establishments in certain re- 
gions to raise wages up to 50 cents 
an hour covered all operations in- 
volved in the production of raw lum- 
ber, including logging of logs for gen- 
eral lumber products, pulp wood, and 
chemical wood. It also applied to 
planing mills, veneer and plywood 
plants as well as other operations 
within the lumber industry involved 
in preparing lumber for general use, 
including manufacturing use. 


Southern Pine Distributors Given 
More Time by CPA 


Sellers of southern pine lumber who 
have been tentatively registered by 
OPA as direct-mill distributors may 
have an additional three months in 
which to meet the requirement that, 
within six months, each distributor 
deliver to the Central Procuring 
Agency one million feet of southern 
pine lumber. Since Aug. 1, the CPA 
has limited its purchases to lumber 
for direct sales to the Armed Serv- 
ices; has not been buying for govern- 
ment contractors. This has made it 


difficult to meet the million-foot re- 
quirement wthin the stated time lim- 
it; hence the extension. This order 
also permits the sale of fence lath in 
a combination of No. 1 and No. 2 
grades at prices fixed for the No. 1 
grade; provided the combination con- 
tains no more than 20 percent of No. 
2. This lath is badly needed at the 
moment; both for snow fencing and 
for corn cribbing. 


Sharp Practices in War Lumber 
Being Probed 


Charges that scores of ships which 
recently bore troops and munitions to 
the European war fronts, were en- 
dangered by low quality dunnage 
lumber used to support cargoes were 
being investigated in Boston. 

Military intelligence, FBI and OPA 
investigators, are tracing the sources 
of the difficulties. Claims of promi- 
nent lumber dealers that they were 
never given a real chance to bid on 
sales of “dunnage” lumber, assertions 
of convoy crews that the lumber was 
not of proper quality, and charges of 
the OPA that the government had 
been “soaked” for hundreds of thou- 
sands of dollars entered into the in- 
vestigations. 

OPA officials, studying the price 
angles of the lumber deals as a result 
of a War Department complaint, 
heard that for many months lumber 
dealers in New England had been 
concerned with trade actions which 
they claimed to be against OPA prac- 
tices. 

According to some of the charges, 
as many as three or four companies 
were allegedly involved in the lumber 
deals which found ships sailing for 
France invasion ports with poor qual- 
ity lumber used as supports for hold 
cargoes of TNT and other ammuni- 
tion. Shipping men have told the in- 
vestigators that even the slightest 
slip of these cargoes might have 
brought death to hundreds of men. 

Under new orders from the War 
Department, practically every stick 
of lumber arriving is being scrutin- 
ized carefully. Particularly the in- 
spectors were asked to look for signs 
that the lumber had been used before. 

Lumber dealer circles have been 
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seething with rumors that dunnage 
used in the first invasion of France 
and to carry supplies to England had 
been brought back to this country as 
“first grade Norwegian pine,” after 
having the rough edges smoothed 
down in England. One of the reports 
had it that this lumber was resold as 
grade one or two on the American 
markets. 


Redwood Price Changes 


Direct-mill retail sales of 10,000 
board feet of redwood or less are 
brought under coverage of the red- 
wood lumber and millwork regulation 
through on amendment issued Nov. 7 
by OPA. 

Effective November 13, 1944, the 
amendment provides that the mills in 
such sales may add $2.50 per thou- 
sand board feet plus delivery charge 
to the current f.o.b. mill maximum 
price. These sales, however, are re- 
stricted to buyers, such as farmers 
and ranchers, located within thirty 
miles of the mill. 

Formerly, direct-mill retail sales of 
5,000 board feet or less were covered 
by the General Maximum Price Regu- 
lation, which limited the mills’ prices 
to their highest March 1942 level. 

Several other changes are made by 
the amendment as follows: 

1. A maximum price of $15 per 
thousand board feet is established for 
any lumber for which no specific price 
is provided in the regulation and 


which is sold without prior applica- 


tion for an authorized price. 

2. A price of $20 per thousand 
board feet for dunnage in all widths 
and lengths is established. This price 
had formerly been granted mills on a 
special pricing basis. 

3. Footnotes covering pricing of 
odd and fractional widths and thick- 
nesses not listed in the tables are re- 
vised to restore the industry method 
of computation and allow the same 
billing practices to be used on all in- 
voices. This method permits invoicing 
of all odd and fractional widths and 
thicknesses on actual size, instead of 
the next larger size listed. Net reali- 
zation remains unchanged. 

4. A provision is added requiring 
that prices derived from footnotes 
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Home Loans 


Regulations under the G.I. Bill of 
Rights by which the Veterans Ad- 
ministration will guarantee loans up 
to $2,000 for the purchase of homes 
by discharged veterans have been an- 
nounced. In order to secure a guar- 
antee for a loan the veteran will have 
to measure up to specified credit risk 
standards, and the property he ex- 
pects to buy or build will have to meet 
certain requirements. Terms of pay- 
ment on any guaranteed mortgage 
loan will be based on the veteran’s 
present and anticipated income and 
expenses. The property will have to 
be suitable for dwelling purposes. The 
purchase price or the construction 
cost, plus the value of the lot, may 
not exceed the reasonable normal 
value of the entire property as deter- 
mined by proper appraisal. 

The act does not authorize lending 
money direct to the veteran under 
Title 3 of the act, but specifies that 
the lender will be a recognized lend- 
ing institution. 

If both husband and wife have been 
discharged from one of the military 
services each may borrow up to 
$2,000. The guaranteed loan may be 
combined with other mortgage loans 
or liens, but the guaranteed loan will 
be scrutinized in connection with other 
loans to determine the veteran’s abil- 
ity to pay. Both principle and inter- 
est, with certain exceptions, must be 
paid off within 20 years from the date 
of the loan, or date of assumption 
by the veteran, whichever is later. 
With each application for a loan there 


G.I. Guaranteed 






must be a credit report on the bor- 
rower and an appraisal of the prop- 
erty by a designated appraiser. 

The guarantee feature of the regu- 
lation means that the Veterans Ad- 
ministration will guarantee loans of 
not more than $2,000 pro rated. That 
is, on a $4,000 loan the Veterans Ad- 
ministration will guarantee $2,000. 
However, if $3,000 of the loan is paid 
off, the Veterans Administration will 
guarantee only half of the remainder, 
or $500. 

Interest on the part of a loan guar- 
anteed by the Veterans Administra- 
tion cannot exceed 4 percent. That 
is, on a $10,000 house, the veteran 
can get a guarantee from FHA of 
80 percent, or $8,000. On this FHA 
loan a rate of 4% percent can apply. 
On the secondary loan handled by the 
Veterans Administration the highest 
rate of interest is 4 percent. 

The Bill states that a veteran will 
have to exercise his right to the loan’ 
within two years after the termina- 
tion of the war. This appeared to be 
too short a time for many veterans 
who may not be discharged immedi- 
ately after the firing ceases. It has 
been pointed out, however, that the 
provision means the “official termina- 
tion of the war.” In the case of the 
first World War, which many think 
of as ending on November 11, 1918, 
official termination was in 1921. At 
that rate if the Japanese War ends 
in 1947, official termination may not 
be until 1950 or later. 





shall be rounded to the nearest 25 
cents per thousand board feet. This 
is an industry practice and will sim- 
plify pricing. 

5. Corrections are made of three 
minor errors appearing in Amend- 
ment No. 6, effective May 23, 1944. 


CMPR No. 6 Revised 


The WPB has announced certain 
changes in Schedule A to Controlled 
Materials Plan Regulation No. 6. The 
revised restrictions are applicable to 
all construction authorized on Form 
GA-1456. A builder who has received 
such an authorization may follow 
either the new or the old restrictions; 
but these changes do not apply to 
housing construction authorized by 
the NHA. Form GA-1456 is used to 
authorize most commercial, industrial 
and agricultural construction con- 
trolled by Conservation Order L-41. 
The amended schedule liberalizes the 
order somewhat. Since it is a bit com- 
plicated, all builders holding a Form 
GA-1456 authorization should procure 
and study Schedule A to CMP Regu- 
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lation 6 (Construction Limitations) as 
amended October 31, 1944. Copies are 
available at all WPB district offices. 


Western Pine Price Changes 


OPA has made some changes in the 
regulation covering western pine and 
associated species. Western pine 
mouldings, formerly under GMPR, 
will now be priced by the OPA upon 
application of the producer. Mills 
may now add $2 a thousand to their 
base prices for resawing service; and 
they may add $3 for the operation of 
resawing and surfacing two sides. 
They may add $2 a thousand for cen- 
termatching. OPA states that this 
will not increase prices for the buyer; 
rather will save him the higher price 
he pays when rerouting the lumber 
through a custom mill. This action— 
Amdt. 1, RMPR No. 94—also estab- 
lishes log-run prices according to spe- 
cies for ponderosa pine, sugar pine, 
Idaho pine and mixed species, with 
separate prices for lumber two inches 
thick and thicker and for lumber thin- 
ner than two inches. 
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Coleman Makes It 3 In A Row! 





Sa 





After Revolutionizing Two Other Types of Heating, 


“presents a wew CENTRAL HEAT PLANT! 


1 
Here comes another triumph forColeman’s to provide central plant convenience in 


45 years of experience in better oil and any normal size home, with or without a 
gas combustien! basement. It will incorporate the heat A Great Advance In 
The first triumph came when Coleman engineering developments that made Cole- 


entered the gas floor furnace field. Today, ™4” famous — plus many new advance- WATE he be EATE RS 
LLL 


because of Coleman engineering, the floor ments. There will be compact, easy-to-in- 


furnace is many times the factor in heat- Stall models for gas, oil and butane fuels! , 


. . & 
ing importance it was before Coleman Gravity and forced-air types from 50,000 Here’s another field ' 
a + oe og ; marie to 150,000 B.T. U. capacities. There will Coleman is invad- x 
Next, Coleman engineers went after the be complete automatic comfort, too, at a ing — with proved j 


“bugs” in oil space heaters—and, with PC that will create sales fast. methods that 


Coleman oil heaters, created a new stand- You will want to be in on this revolu- brought leadership! 
ard of comfort. tion, so learn now about all the opportu- Oil, gas, butane 
As soon as the war is over, there will nities it can afford you. Write today, to models; 20- to 60- 


be another revolution, this time in the Coleman Lamp and Stove Co., Wichita 1, 
central heating market. You will be able Kansas, 


THE “HOT” NAME 


gallon sizes; im- 
provements of the 
leadership -winning 
Coleman kind. Will 
help you get in on 
many jobs; and sell- 
ing it with other 
Coleman equip- 
ment you can get 
the complete heat- 
ing order. 




































THE COLEMAN LAMP AND STOVE COMPANY 
WICHITA 1 * CHICAGO 11 + PHILADELPHIA 8 + LOS ANGELES 54 » TORONTO, CANADA 
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EDITORIAL 


The Election 
Te PIECE WILL be in print before the night 


of November 7, and will not be read until 

November | 1. Between those dates the results 
of the presidential election probably will be known. 
We do. not know now whether the candidate for 
whom we voted will win. We hope he does, but 
despite the near hysteria to which the campaign 
geared itself in some quarters during the past two 
weeks, we are not going to be greatly moved if 
the other candidate wins. 


We believe the way will be a little smoother 
under the man of our choice, a little rougher under 
the other. But as long as we retain a republican 
form of government we do not concede to any 
individual in or out of office enough importance 
or power within himself to destroy what a nation 
of 130,000,000 people are defending with the 
lives of their sons; or single handed, to solve all 
our problems. In the end we get the kind of gov- 
ernment we deserve, through our continuing inter- 
est in shaping the policies of that government with- 
out. regard to who lives in the White House. 


Plan for a Building Boom 
HERE IS STILL a lot of talk about what is con- 


sidered in some circles to be the problem of 

getting the boys in uniform back to peacetime 
thinking and living. We have held all along that 
the problem looms much larger in anticipation than 
it will be in reality, unless business and industry 
fail to do the only thing that will be necessary as 
far as the boys are concerned. 


Anyone who carries on a correspondence with 
a few of the men in active combat service knows 
that without exception all are making the sacrifices 
demanded of them with the single thought and 
hope of getting the war concluded victoriously as 
soon as possible. With that done all of them want 
to get out of the uniform, get a job, and resume 
civilian living with an absolute minimum of delay. 
In those aims they differ in no respect from the 
veterans of other American wars, the great ma- 
jority of whom have been civilians called to mili- 
tary duty. Living evidence of how the soldiers of 
the present war can be expected to slip back into 
civilian life is afforded by more than 2,000,000 
veterans of World War I, who, with few exceptions, 
sloughed all traces of the war in a matter of weeks, 
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except for the difficulty they experienced getting 
jobs. 

We have no need to be concerned gravely 
about the veterans’ abilities to orient themselves 
in matters of thought and action that lie within 
themselves to control. Our concern must be about 
the matters the veterans cannot control, and the 
most important of these is the availability of jobs. 


It is necessary for business men, and that in- 
cludes, importantly, retail lumber and _ building 
materials dealers, to condition their thinking to 
parallel that of their sons in uniform. It is neces- 
sary for business men to think in terms of big 
markets and heavy consumer demand, to think 
in boom terms rather than depression terms, to 
think in terms of freedom in merchandising rather 
than limitations imposed by wartime scarcity. 


There will be big markets and enormous con- 
sumer demand for new and remodeled homes, and 
there will be merchandising freedom whether cer- 
tain elements in governmnt will it that ‘way or not. 
There will be a boom of at least ten years duration, 
and while all who went through the depression of 
the early thirties certainly want no recurrence of 
that experience in the late fifties, let us not try to 
avoid such a recurrence by neglecting to take care 
of the postwar upsurge of business. The first prob- 
lem is to get the wheels in motion that will provide 
outlets for the spending reserve, and thus provide 
the jobs the veterans must have if we are to con- 
solidate their military victory, give them the homes 
they are already demanding, and thus do our part 
in helping them back to constructive civilian 
careers. Let’s get into the boom first, then start 
thinking of ways to level it off and avoid another 
depression. 


A year ago we ventured to caution that while it 
was necessary to learn how to do business profit- 
ably under government wartime restrictions, it was 
equally necessary not to let the methods evolved 
become so firmly rooted that we lose sight of how 
to operate in the days when we can again do our 
own thinking. We repeat that caution, and believe 
the time has come to go one step further by urging 
bold postwar planning of merchandising. policies 
predicated on a postwar housing boom. 


We still make no prediction as to when the Ger- 
man army will collapse. That might be happening 
as this is being written. It is conceivable that it 
will not happen for eighteen months. Take either 
extreme, and the time for planning to meet a build- 
ing boom of the proportions that are imminent is 
short. 
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WO PROBLEMS are fore- 
most in business circles to- 
day,” says E. L. Kirby, head 

of Nogalitos Lumber Co., San An- 
tonio, Tex., “‘First is the aquisi- 
tion of competent help—employes 
who are interested in the welfare 
of the business and will reflect 
credit on the firm. Second is the 
supervision of sales so that com- 
plete customer satisfaction will re- 
sult, and a reputation for business 
integrity will surround the firm. 

“We are fortunate in having a 
good staff of workers,” continued 
Mr. Kirby, “but we attribute this 
to the fact that we have exercised 
great care in the selection of those 
men and women who represent us 
in one form of employment or an- 
other. If we are in need of a man 
on our sales staff, or a woman in 
the office, we interview all who 
make application, but we make no 
selection until we are convinced 
that we have found a person who 
will fit into the work for which he 
or she is hired, that that person 
will blend harmoniously into our 
organization, working and cooper- 
ating with the others to the advan- 
tage of all concerned, and that that 
person will accept our policies, sin- 
cerely believe in them, and give us 
his or her best efforts in carrying 
them out. — 


Employe Relations 


“It has been said that we expect 
a lot of our workers, and, in some 
respects, we do. We expect a 


ASTUTE 


A A 4 


A Story of the Nogalitos Lumber Co., San 
Antonio, Tex. and how it meets two of the 
lumber dealer's most important MANAGE. 
MENT problems—Competent employes and 
supervision of sales. 


worker, whether he be a laborer or 
a manager of a department, to ren- 
der service that will reflect credit 
to this firm. We expect our em- 
ployes to be honest, sincere in their 
efforts, experienced in that work 
which is assigned to them, and 
clean and neat in their personal 
appearance. 

“From our side, we pay every 



























man and woman who is on our pay- 
roll the best wages available. We 
have never had an employe who has 
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A businessman's first problem, says E. L. 
Kirby, “is the acquisition of competent help 
































—employees who are interested in the wel- oc 
fare of the business and will reflect credit bl 
on the firm. Right is the office personnel is 
of Mr. Kirby's company. J. C. Kirby, Jr. is be 
at left, E. L. Kirby at right. Below: Noga- 
litos lumber storage racks, extend 700 feet. “ 
ey m 
ae. had to ask us for a raise. We raise F 


them on an average of every ninety 
days. On the other hand, if a man m 
or woman offers a suggestion that 
will effect a cut in operating costs 
or will enable us to do a job better, 


ot \ yee 





that employe is promptly rewarded " 
with a good increase in wages. 

“It is our belief that if the . 
proper care is exercised in the d 
selection of employes, and they are t 
treated right when they have been 0 
employed, labor problems fade into t 
insignificance. ) 

“We never criticize an employe , 


when an error is made on the first 
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occasion. Instead, we take the trou- 
ble to explain the mistake, why it 
1S wrong, and how it should have 
been done. If an employe repeats 
an error, we reprimand him. If we 
have further trouble, he is dis- 
missed. 
Sales Policy 


“N ow, in the matter of sales: In 
this, or any other business, you 
must have confidence in the public, 
and the public must have confidence 
in you if the business is to suc- 
ceed. To do this, all specifications 
must be followed to the letter, and 
if a customer is promised that a 
thing will be done, then it must be 
done. This policy will build cus- 
tomer good will quicker than any 
other, They know that you intend 
to give good service, and will trust 
you and tell others. 

“We do more than buy and sell 
homes; we render a complete serv- 
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The street frontage of the Nogalitos Lumber Co., San 
Antonio, Tex. Room for expansion has been provided, as 
the company owns the land on which the restaurant 


stands at left. 


ice. In our position, we have a 
thorough and complete knowledge 
of the city and immediate vicinity. 
With this knowledge, we are in a 
position to advise customers on 
whether a certain locality is a good 
place to buy, what the future holds 
for such property, and any other 
information that will help the cus- 
tomer in the selection of a good 
site. 
Customer Service 


“Further than this, we work 
with our prospective customers in 
the financing of a home. As an 
illustration, a short time ago a 
widow came to us. She had a lot, 
but only nine hundred dollars in 
cash, so»we worked out a plan 
whereby we could help her in the 
financing of the construction, the 
work was carried out, and she is 
highly pleased. 

“We have found it a good policy 





to build homes that sell for between 
$3500 and $4000. This gives an 
amount that, when a down payment 
is made and the balance broken up 
into monthly payments, such pay- 
ments will be within the range that 
the average family can afford with- 
out too much sacrifice. Through 
this practice, we have practically 
no foreclosures, our customers are 
happy with their homes, and we 
are recommended by them to 
friends and relatives interested in 
building. 

“T follow a little different prac- 
tice in the execution of my duties 
than the average manager. It is 
my policy to be on the job at seven 
o’clock in the morning. Then when 
the office help comes in later, their 
work is laid out for them, there is 
no lost time or motion, and every- 
thing moves along smoothly. This 
plan also gets many details out of 
the way so that if prospects or 
callers come in later, I am able to 
give them my full time without 
interruption. 

“Tt is also my policy to have de- 
partment heads, subheads and 
others have their work definitely 
laid out for them and each with a 
certain responsibility. It is giving 
this responsibility that, I have 
found, arouses more interest in the 
work and insures better execution. 

“Care in the selection of good 
help, who are well paid, and full 
cooperation with your customers in 
acquiring homes they really enjoy 
pays off in big dividends, increased 
sales, and personal satisfaction.” 
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FOR LUMBER DE 


building materials dealers the AMERICAN 

LUMBERMAN has set up here a full length 
mirror in which dealers can see themselves col- 
lectively. It is a very special mirror for in it 
they can see the picture of themselves today, 
and the image of their future, one or two years 
hence—whenever the war is over. 

One purpose is to submit an indication of 
what is ahead. Another is to provide a meas- 
uring rod—a basic standard—by which those 
dealers who are given to self-analysis can see 
how they personally measure up to the average 
of the whole of the industry. The tool which 
created this analysis was an exceptionally com- 
plete questionnaire developed by AMERICAN 
LUMBERMAN and covering 1214 representative 
lumber and building materials yards throughout 
the nation. The yards were of all types—many 
independently owned, some lineyards—and of all 
$1zes, 

We believe that lumber dealers, who are in- 
timately acquainted with their neighbors and 
customers and with the building desires and 
needs of these everyday American citizens in 
their own communities, have a far more accu- 
rate idea of what they can expect to sell in the 
way of new homes and home repairs, and farm 
buildings and farm repairs, than any high- 
powered executive sitting in a swivel chair 22 or 
more stories above some hustling city’s streets. 
That’s why we feel that these figures on post- 
war building expectations come as close as any 
can to true accuracy. 


Fon THE BENEFIT of retail lumber and 


546,000 New Homes mostly in the price range from $4 
and with a total estimated value (not including lan 


1,701,000 Home Improvement Jobs mo 
$200 to $1500 and with a total estim 

462,000 New Farm Buildings mostly in the cost 
to $2500 with a total estimate. 


987,000 Farm BuildingQ-kmprovement Jobs~ mostly in 
cost range from $200 to $T66@.and with a totalesti 


OD siciucwsduaeen 


[The above does not Tttke=-ix 
counter sales regularly made by all @ente 


In submitting their questionnaires several lumber dealers commented on the manpower, materials and or- 
ganization problems involved in starting from near scratch and leaping to peak building volume in one or 
even two or three years. It is true that past peak building years like 1925 and 1926, when around 900,000 
new homes were built annually, have been arrived at after several years of upward trend. 
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A Look at the First Postwar Building Year 


A Preview of the Average Lumber Dealer's 
Year 


PROJECTING THE estimates obtained from the cross- 
section questionnaire to include all 21,000 lumber yards in 
the country, here is the picture. 

In the first postwar year lumber dealers expect to supply 
the materials for— 
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S WAS TO BE expected, there is a wide variation 
in the anticipated first post-war year performance 
of various lumber dealers. Country yard dealers 

serving a trading area of 200 or 300 families or less 
expect in the first postwar year to supply the materials 
for only a comparatively limited number of new and 
improvement jobs. A dealer serving a trading area of 
7,500 population regards his first postwar year potential 
as materials for 10 or 12 homes, 35 home improvement 
jobs, 20 new farm buildings and 25 farm building im- 





provement jobs. One dealer serving a trading area of 
100,000 population expects in the first postwar year to 
supply the materials for 85 new homes, 75 home im- 
provement jobs, 20 new farm buildings and 30 farm 
building improvement jobs. A big, powerful concern 
with 3 yards in a trading area of 1,500,000 population 
expects to furnish the materials for 2,000 new homes 
and 5,000 home improvement jobs in the first postwar 


year. 





[Note: The above should not be misconstrued as measuring the average lumber dealer's first postwar year dol- 
lar volume, since these estimates are completed costs, including construction labor and a certain percentage of 
materials which the lumber dealer might not supply. On the other hand, the above does not include large 
numbers of over-the-counter and miscellaneous sales regularly made by all lumber dealers. 


DEALER'S Zardetich 


SALES 


N ANALYSIS OF American Lumberman’s question- 
naire replies indicates that as soon as materials 
are available, the average lumber dealer expects to 

increase his inventory by around $7,300 or a little less 
than 50 percent over the July-August, 1944, level. Ac- 
cording to the findings, the average lumber dealer had 
on hand in July or August, 1944, $15,200 in merchandise 
inventory (at cost) and expects to increase this to 
$22,480 as soon as he can buy the materials desired. 

Here are some surprises regarding retail lumber 
dealer inventories. The situation is by no means uni- 
form. More than a few dealers have an inventory well 
above requirements and are not planning any increase 
but rather a decrease. On the other hand plenty of deal- 
ers show seriously depleted inventories and some large 
dealers and line-yard concerns expect to buy $100,000 
to $250,000 and more worth of lumber and building 
products as soon as they can get the materials. 

A comparison of stated inventory with estimated 
1944 sales volume indicates a generally higher than 
normal rate of turnover. American Lumberman’s replies 
indicate an average turnover of approximately five, in 
comparison with a normal of around four. Some deal- 
ers appear to have done a surprising volume of busi- 
ness on a very small inventory. 
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INVENTORIES 


fey FROM American Lumberman’s cross-sec- 
tion survey, lumber dealers on the whole did a 
comparatively excellent volume of business during 
the first half of 1944. Some dealers were away down— 
as low as 25 percent of normal. Others were up 25 
percent, 50 percent or even 100 percent above normal. 

Dealers were asked to estimate their 1944 volume of 
business and based on their estimates, the average 
lumber dealer expects to do a 1944 volume of $75,700. 
(With tighter lumber regulations effective August 1, 
and some dealers reporting a reduced August volume, 
it is possible that questionnaire estimates based mainly 
on first half sales may prove to be somewhat high for 
the full year.) 

Looking ahead, scattered dealers in war plant areas 
anticipate no sales increase in the first postwar year, 
possibly even a decline. Apparently, also, many deal- 
ers in farming areas will be satisfied to continue their 
1944 level, which in numerous instances appears to have 
been exceedingly good. 

By and large, however, the average lumber dealer 
expects in the first postwar year to increase his sales 
volume by $16,450 over his estimated 1944 level, to 
approximately $92,000. 
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The Part Lumber Dealers Will Play 
in POSTWAR HOME BUILDING.... 


88.4°/, of the 
Lumber Dealers 
furnish plans 


11.6% do not 


furnish plans 


87.6°/, of the Lumber 
Dealers help 
write speci- 
fications 


12.4% do not help 


100°, of the 


Lumber Dealers exer- 
cise influence in deter- 
mining brands. 


FINANCING 


A big help in selling 
homes complete is the of- 
fer of assistance with the 
problems of financing. 


91.2% 


WILL OFFER 


Lumber Dealers estimate as follows on postwar house 
bills they will sell: 

Lumber Dealers will furnish plans for 45.3% 
Architects ‘i “ 149 
Contractors Pe 2% ” “ 30.8 
Home Owners r a “9.0 


100.0 


Lumber Dealers estimate as follows on postwar house 
bills they will sell: 


LUMBER DEALERS will write specifications for 50.8% 
ARCHITECTS e ba ~ BaF 
CONTRACTORS 7 _ ” “ 345 


100.0 





Lumber Dealers estimate as follows on materials they 
will furnish for postwar jobs: 


LUMBER DEALERS will determine brands on 55.0% 
ARCHITECTS . = “10.4 
CONTRACTORS " = ™ “ 233 
HOME OWNERS 7 ~ bs ~ Ee 


100.0 





69% 


NOW OFFER 


M than 91 t of 
tho denims we ant yd FINANCING ASSISTANCE INSTALLMENT 


to offer such assistance 
as part of their service. 
Special Note: Of the 31 
percent of the lumber 
dealers who do not now 
offer installment financing 
(see second circle) more 
than one-fourth express 
an interest in doing so. 
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G 6 % of the Lumber Dealers Will Sell 
QO Homes Complete After the War 


Following is a tabulation of replies to three questions: 

Question 1: Did you before the war sell homes complete? 
Answer: YES—43° NO—57°%, 

Question 2: Are you planning to do so after the war? 


Answer: YES—46% NO—54%, 


Question 3: If you are planning to sell homes complete after the war, which of 
the following plans do you expect to follow? 























C. Control the sale through assembly of the bids, but have the actual contract 
between a general contractor and the owner? ........:..............5. 





Answer: A ..... 18.9% aa V72Y, 
A and B . a B and C. - 145% 
AandC .. . ee SS. 36.89, 
A, B and C 6.1% 
100.0%, 


Breakdown of Average Lumber Dealer’s Business 


Question: Approximately what percentage of your business has been: 


Average answer—33.5°%/, 


Average answer—22.9%/, 
Average answer—90.2%, 


. With commercial concerns, i.e., 
stores, offices, restaurants, (so- 
Average answer— 5.3% 


Average answer— 8.1% 


100.0%, 





Question: Please indicate below the percentage of your business in (a) lumber 
lines and (b) other building products: 


[Figures given are average answers] 






Before During Anticipated 
the war  thewar postwar 


A. Lumber lines ............. .. 60°, 47°/, 56°, 
ee ad i: aati 53% 44°, ° 
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Air Conditioning Equip- 
Pre 


Barn Equipment ..... 


Bathroom Cabinets and 


SE rors a 6 ice man 
Bolts & Nuts.......... 
ME éxéiatésaxeetaes 
Builders’ Hardware ... 
Building Paper ....... 
Built-in Cabinets ..... 


Calcimine ee eee 
Carpenter Tools ...... 
Caulking Compounds. 
Cedar Closet Lining... 
Cement, Portland .... 
Cement Paint ........ 
Coal ............... 
Coal Windows ....... 
Doors, Combination... 
Doors, House ........ 


Eaves Trough ....... 
Electrical Supplies. ... 


Farm Fence ......... 
Farm Implements .... 
EEE SE 
Fireplace Equipment. . 
yea 
Floor Coverings ..... 
Floor Sanders ....... 
Floor Tile ........... 
Frames Window & 
STE vrs Shedwans oe 
Garden Tools 
Garage Doors 
Garage Door 
Hardware ......... 
Garages Complete ... 
Garbage Receptacles. 
Galvanized Sheets ... 
hcg Sane 
Glass Block ......... 
Glass Cutters ....... 
Glass Substitutes .... 
Glue 


Hardwood Flooring . 
Hardwoods .......... 
Heating Equipment _. 
Hog Houses ......... 
Homes Complete ..... 
Household Appliances 


49% 


69% 
67% 


. 83% 


85 % 
99% 
86 % 


. 48% 


36 % 
86% 
85% 
87 % 
78% 


.. 18% 
. 53% 


67% 


86 % 
98 % 


. 60% 


21% 


70% 
11% 
62% 
57 % 
82% 


. 26% 
. 25% 
. 37% 


99% 


24% 
86% 


85% 
55 % 
33 % 
69% 
84% 
49% 


. 1% 
. 48% 


79 % 


. 99% 


78 % 
22% 
52% 
45%, 
14% 


ees ww eee 


Kitchen Cabinets ..... 


6 5s span ete 
Lath, metal .......... 
Lath, wood .......... 
Lawn Fence ......... 
Lawn Furniture ...... 
IS AG Y . Ode SE 
SE sso Sigh whe backed a 
Linseed Oil .......... 


Lumber 


Masons’ Cement ..... 
Masons’ Supplies .... 
Metal Corners ....... 
Metal Corner Bead.... 
Millwork ............ 
Mineral Wool ........ 
Mortar Colors ....... 
Motor Driven Tools... . 
Mouldings, Metal .... 
Mouldings, Plastic .... 
Mouldings, Wood .... 


Nails ................ 
Oil Burners .......... 


Package Receivers ... 
Paints & Varnishes.... 
Paint Brushes ........ 
Paint Brush Cleaner... 
Paint Remover ...... 


Painters’ Supplies . 


Patching Plaster ..... 


Plaster . 


Plaster Board ....... 
Plastic Wood ........ 
Plumbing Supplies ... 


Plywood 


Prefabricated Farm 


Buildings ......... 
Prefabricated Homes. . 
ET iv. dtd Wo waa es 


OL ee 
Reck Weol-......... 
Roofing, Asbestos .... 


20% 
86 % 
85% 
79% 
81% 


. 66% 


87 % 


. 88% 


94% 
79 % 
21% 


eines’. 
Poultry Equipment ... 
Poultry Feed ........ 
Poultry Netting ....... 


32% 
11% 
62% 


40% 
5% 
86% 


85% 
84% 
83% 
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Roofing, Asphalt ..... 
Roofing, Metal ....... 
Roofing, Slate 
Roofing, Tile 
re sass: 


Sand Paper .......... 
gh ea 


ke eee 


Screens, Window & 
eee 


Screen Cloth ......... 
DD. so gene eas“ 
Shingles, Asbestos ... 
Shingles, Asphalt .... 
Shingles, Wood ...... 
Shingle Stain ........ 
Siding, Asbestos ..... 
Siding, Asphalt ...... 
Siding, Wood 
Sinks 
Stained Shingles ..... 
Steel Windows ....... 
BU POSE i ese: 
ESC 
Storm Sash and Doors. 


Tacks and Brads...... 
Termite Preventative. . 
a 
Treated Lumber ...... 
Turpentine 


Unfinished Furniture .. 


Ventilators, Barn ..... 


Ventilators, Kitchen or 
Sa eee 


CG eee 
Wall Paper .......... 
Wall Sealer ......... 
Wall Tile, Finished... . 


Water Systems, Home 
See. er 


Waterproofing 
Materials .......... 


Wen, Fieer .......... 
Weatherstripping .... 
White Lead .......... 
Window Units ....... 
Wire Rope ........... 
Wood Gutters ........ 
Wood Preservatives .. 
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Answer: 


ing adding one 


(a) Yes—69% 


(b) Of the 69% answering “Yes” to question (a) above, more than one-fourth indi- 
cate that they contemplate adding additional equipment in the shop they have. Of 
the 31% answering “No” to question (a), one-sixth indicate that they contemplate 
adding a shop. 

(c) Types of machines which various lumber dealers intend to add are: All-purpose 
woodworkers, rip-saws, resaws, cut-off saws, band saws, planers, sanders, jointers, 
edgers, mortisers, tenoners, lathes, matchers, moulders, hoists, assembly-line con- 


veyors, light-duty handicraft machines. 


Question: 





Question: (a) Do you have a carpenter or woodworking shop? ...... (b) Are you contemplat- 
or installing additional equipment in the one you have? 
(c) If so, what kind of equipment? .......... 


No—31% 


What power tools such as floor sanders, portable sanders, floor waxers, portable 


electric saws or portable drills do you rent out to customers? 


Answer: 29 % 


24.3% * “_™ floor sanders. 
—  .. o “_™ portable sanders. 
ia." = “ “floor waxers. 
—_— ‘ “__™ portable electric saws. 
ee yc. - “ _“™ portable electric drills. 
—.. = “ “concrete mixers. 
—_. fe “ _“™ paint spray guns. 
. M “_“™ miscellaneous items 
Question: Are you contemplating adding a tool rental service or broadening the one you have? 
Answer: 12.3% of those replying contemplate adding a tool rental service. 
5.8% “ broadening the one they have. 
— s- ” es adding floor sanders. 
63% “ ° if J floor waxers. 
—_— ‘ ss 2 portable electric saws. 
—— 2 concrete mixers. 
—_ m ey = portable sanders. 
|» Segall es Xt - portable drills. 
ae a me vi bi paint spray guns. 
a ™ = = wheelbarrows. 
Question: Do you sell portable or bench model drills and drill presses for home craftsman or 
carpenter use? ...... Would you be interested in adding this line after the war?.... 
Answer: 7.6% of those replying do sell the line. 
13.2% e would be interested in adding after the. war. 
Question: What other home craftsman or carpenter tools do you sell? ...... Are you planning 
to add a tool counter after the war? ...... 
Answer: 36% of those replying sell various hand tools, such as saws, hammers, chisels, planes, 
squares, levels. 
8.9% of those replying sell various power tools. 
ata ta, 1. are planning to add a tool counter after the war. 
Question: Do you do selling from catalog? ...... Of What lines? ...... 
Answer: 26.5% of those replying do.catalog selling 
ae 1 - ee * of millwork 
— >: - ¥ i “ hardware 
ee “§ I“ 7 a “ building specialties 
6.4% wu“ “ “ w .) “ wu many lines 
2.2% of those replying do not specify lines. 
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of those replying rent out tools. 











Nou- Critical 


FARM CO 


Above: An lowa farmer recently built 

this new dairy barn and milk house, 

using 10-inch cavity clay tile wall filled 

with two and a half inches of insulat- 
ing concrete. 


Right: Screeding a one and a half 
inch topping of regular concrete 
over a three inch slab of insu- 
ating concrete. This improves dura- 
bility, makes the installation wear 
longer. 
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Photos: courtesy Zonolite. 


ISTRUCTION 














Left: Contractor crew mixing insulat- 
ing concrete for a poultry house floor. 
This insulating concrete is made by 
mixing vermiculite insulation with con- 
crete. The resulting product has con- 
siderable strength and durability but 
contains enough dead air space to 
serve as effective insulation. 
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Right: Leveling off four inches of ver- 
miculite insulation in an attic where 
2x6 joists were used. This type of 
treatment minimizes heat loss Seach 


the roof, can be used in homes as 
well as hog and poultry houses and 
other farm buildings. 








Left: Screeding a three-inch slab of 
insulating concrete for a hog house 
: floor. 


Below: This new hog house has a floor 

of insulating concrete plus six inches 

of vermiculite insulation in walls and 
ceiling. 














House Plan No. 616 


Special Features 


This house was designed for a narrow lot 
and packs a maximum amount of living space 
into a confined area. 


Linen case in hall. 


Double the usual amount of cabinet room in 
kitchen. 


Broom closet in rear entry. 

Wardrobe cabinet in rear bedroom. 
Private passage through rear part of house. 
Future bedroom space in attic. 

Dining space in kitchen. 
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House Plan No. 620 


Special Features 


Plenty of cabinets closely 
spaced save steps in kitchen. 





Coat closet in living room. 


Large vestibule protects living 
room from winter snow and dirt. 


Cabinet wardrobe in main bed- 
room with blanket storage above. 


Linen case in hall. 


Bath entrance placed so you can- 
not see directly from living room - 
into bathroom, 
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House Plan No. 606 


Special Features 


Fitted wardrobe closets in bed- 
rooms for greater efficiency in 
storage than allowed by conven- 
= ee tional closets. 


ey . Large kitchen and dinette with 
DIN Prt 2 OLY china cabinet dividers four feet 


high to create a partial separation 
8.0x'50 t-HALL BATH 








of work space from dining space. 
These provide separate china stor- 


age convenient to the table. 
[L IN} |waRor| Rl 


Broom and mop closet in rear 
hall. 


ILIVING ROOM FBED RO On Pg gan ges ngs 


a later date. 


14-0 x 14-6 10-@ x II-© Private passage from kitchen to 


bedrooms and bathroom. 


Equr Rooms 
17,200 cubic feet 
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House Plan No. 622 
Utility Room Instead of 
Basement 


































Special Features 


Book cases on each side of fire- 
place in living room. 


“ Large cabinet wardrobes in each 
“a bedroom with blanket space above. 
Opening from living room to 
hall arranged so bath fixtures are 
th not visible from living room. 
et Kitchen openings arranged so 
mn kitchen is not visible from living 
e. room. 
, Guest closet in hall. 
Private passage through rear 
Lr hall from bedrooms to kitchen and 
bath. 
h Linen cabinet in bathroom. 
t Disappearing stair in hall leads 
to attic. 
" Kitchen cabinets compactly ar- GL Gy s Pts 


ranged for labor saving. 


Large china case at end of din- es 
ette. bee = % 3 
Broom closet in dinette. . 


House—12,000 cubic feet , 
Garage & Utility—3050 cu. ft. 
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in teaching an employe. Taken 
from a pamphlet prepared by 
Mr. Dillon, and then demonstrated 
by him with dealer members of 
the Institute, these steps are as 
follows: : 

1. Prepare the learner. Put the 
learner at ease—set the stage. 
Find out what he already knows. 
Get him interested in what you 
are going to tell him. Show him 
the importance to his own success 
and advancement of what you are 
going to teach him. Get on com- 
mon ground with him. 

2. Present the material to be 
taught. Present one step at a 
time, clearly and patiently. Tell 
him the story, illustrate the steps, 
show him the steps, then question 
him about them. Present the ma- 
terial in correct sequence. Pre- 
sent no more than the learner can 
master. Stress the key points of 
the idea or task. 

3. Point out application of the 
new idea or task to the learner’s 
job. How will the learner use it? 
Have him try his hand, tell you 
why he does each thing. Have him 
discuss new ideas and how to use 
them. Insist on correct use of tim- 
ing, pressures, technical terms, 
tricks of the trade. 

4. Test him on his understand- 
ing and ability to do the work. 
See if he knows why, how, who, 
what, where, when. Be sure the 
learner can use the information— 
do the job. Correct his errors as 
he does the task, and check on his 
performance speed. , 

With any employe who has the 
ability to learn what you are teach- 
ing him, if he has not learned 
what you are trying to get across 
to him, the instructor has not done 
his job well. 

It is interesting to note the par- 
allel between the foregoing steps 
and the steps involved in making 
a sale to a customer. These are 
enumerated as follows: 

1. Approach. Sell yourself. Get 
the customer’s attention. Get on 
common ground with him — find 


T at ARE FOUR basic steps 





“Teaching an employe is a selling job.” 
That statement was repeated almost 
hourly by John Dillon, head of the De- 
partment of Distributive Education, In- 
diana University, during the four day 
Institute held for Indiana retail lumber- 
men at Bloomington in. August. This 
article, third in a series in which the 
material has been taken entirely from the 
institute conducted by Mr. Dillon, will 
be devoted to demonstrating the principle 
that teaching is essentially selling. 
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Getting New Employes started on the 


right foot is mighty important to their 
ultimate success in their job. This article 
gives the fundamentals of proper prelimi- 
nary instruction —it shows you how to 
teach effectively. 


out what he needs. Create confi- 


dence. 


“2. Present the merchandise— 
what it is—what it will do—its 
outstanding qualities. 


3. Answer questions and handle 
objections. 


4. Close the sale. 


One of the first mistakes made 
by an inexperienced teacher or an 
impatient one is to assume some 
knowledge on the part of the 
learner which he does not have. It 
is emphasized that before anything 
that has a chance of success can 
be undertaken by the teacher he 
must first ascertain what his learn- 
er knows about the subject. After 
that, timing is all important. One 
of the frequent mistakes is to try 
to teach too rapidly. That mistake 
is most common among teachers 
who know their subjects so well 
they find it hard to understand 
why the learner cannot absorb the 
new knowledge as fast as the in- 
structor can put it out. 

One of the best ways to over- 
come these mistakes is to prepare 
what is to be taught by arranging 
the .steps in the order of ascend- 
ing difficulty. That is, begin with 
the simple and perhaps obvious 
things, gauging your speed by 
the ability of the learner to. get 
the points, and being careful not 
to go so slow you bore him with 
monotonous repetitions of things 
he knows well. 

Thus, the teacher or employer is 
likely to find that he will have 


more success, particularly with so- 
called unskilled labor if he ar- 
ranges his material in order of 
difficulty of the steps rather than 
in the order of doing them. 

To demonstrate this technique, 
Mr. Dillon asked for someone in 
the group who had never measured 
a window for storm sash, and for 
another member who was familiar 
with the process. After reviewing 
the latter, who was to act as 
teacher, the two subjects, teacher 
and learner, advanced before the 
class. By following the routine 
explained in detail by Mr. Dillon 
the teacher was able to produce a 
proficient student in about five 
minutes, and without repeating 
any part of his instructions. Sim- 
ilar demonstrations were used in 
connection with figuring board 
feet according to one particular 
method, and mastering the essen- 
tials of reading blue prints. 


The net result of these demon- ° 


strations was to prove that an 
average employer without previous 
teaching experience, can, by ob- 
serving the formula, develop an 
effective teaching technique, which 
by repetition, can be expected’ to 
improve. 

Up to this time the discussion 
has involved how to teach an em- 
ploye, with only incidental refer- 
ence to what to teach, and no 
presentation of group. teaching. 
One of the first of the group 


(Continued on page 52) 
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out dirt, and develops a natural beauty never 
attained in the hardwood floors of the past. 
Tested and Ready 


Bruce Streamline Floors avoid building delays 
because they can be walked on the minute 



















, they are laid—and cost no more, frequently 
. less, than ordinary floors. 

. The outstanding superiority of Bruce 
, Streamline Floors has been clearly proved in 


thousands of homes. They are ready for your 
postwar needs. Make a thorough investiga- 
tion of this great improvement in hardwood 
floors by writing for literature today. 


E. L. BRUCE CO., MEMPHIS I, TENN. 
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EMPLOYE TRAINING 
(Continued from page 48) 


teaching methods is through or- 
ganized discussion, and that re- 
quires preparation of subject mat- 
ter. Organized discussion implies 
that you have definitely in mind 
what you are going to put across. 
It is therefore necessary for the 
employer to make for himself a 
statement or definition of the op- 
erating objectives of his company. 
Certainly, no group training plan 
for employes can succeed unless 
the employer first knows definitely 
what he wants his employes to 
achieve. After the statement of 
operating objective has been es- 
tablished the next move is to pre- 
pare an organizational chart of the 
company. Such a chart will be a 
graphic analysis of the flow of 
work and responsibility, and will 
place each employe precisely where 
he belongs in the personnel struc- 
ture that must be built to meet the 
operating objective. 

Those two steps are preliminary 
to some specific information all 
employes should have if they are 
to understand the logic of what is 
going to be taught. Following 
them there should be ready a his- 
tory of the company’s sales record, 
probably in both dollar volume and 
unit volume, then a projection of 
the history or record to the com- 
ing year or years. The same kind 
of information should be prepared 
on the cost record. Inventory stud- 
ies can follow the same pattern. 
With the full history for a period 
of perhaps ten years before the 
employer he is then in a position 
to relate history, objectives and 
new methods and to integrate 
them into a training program cal- 
culated to interest and capture the 
imagination of the employes. 

A sample plan on broad lines, 
considered flexible enough to be 
used by any dealer with modifica- 
tions to suit his particular local 
conditions, was worked out by 
the dealers at the Institute, and 
the method of working it out 
served as a demonstration of the 
organized discussion plan of teach- 
ing by Mr. Dillon. 

The plan, called a distribution 
program, outlined first the present 
plan of distribution of the com- 
pany’s products and services. It 
included a statement of the pres- 
ent plan of distribution of mer- 
chandising, diagrammed such out- 
lets as industrial, contractor, farm 
and consumer sales, and showed 
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the percentage of each in the com- 
pany’s gross sales statement. 

The second part showed the 
company’s present plan of employe 
training, if any, and then set up 
a schedule and program for group 
instruction, and individual instruc- 
tion along the lines outlined in the 
previous articles in this series. 
A third part analyzed the sales 
promotion program, and set the 
objectives of each phase of the 
program, the methods of handling 
each, and the results to be ex- 
pected. 

A fourth part enumerated the 
products handled, studied present 
methods of selling each, and in- 
vited discussion to improve or 
increase sales in all items. Some 
of the dealers urged that an em- 
ploye compensation plan be de- 
veloped and discussed freely as a 
part of the organized discussion 
activity. 

There are other subjects that no 
doubt many dealers will include in 
a broad training program, but the 
foregoing will serve to illustrate 
the manner in which it was agreed 
the employer should, in the post- 
war period, attempt to develop 
maximum interest in the industry 
and the company if he expects to 
get maximum efficiency from his 
employes and cut down his em- 
ploye turnover. 

It was pointed out that an alert 
employe who is a potential big 
money earner for himself and for 
the company must have an interest 
in the company and in the indus- 
try, and must be convinced that 
the company policy is aggressive 
enough to permit him to reach his 
highest earning capacity. No em- 
ploye, it was agreed, can be ex- 
pected to be satisfied very long 
unless he is invited to learn what 
possibilities he has and how he 
can develop those possibilities. 
Even with an employe of limited 
ability, one perhaps whose ceiling 
in achievement may be that of a 
clerk or truck driver, and who may 
not be particularly interested in 
advancement, the employer must 
have loyalty. The members of the 
Institute agreed that loyalty can- 
not be expected from any employe 
who does not know what is going 
on in an industry. 

At this point it was suggested 
that one way to supply that in- 
formation to all employes is 
through the business papers that 
come to the office of the employer. 
One of the Institute members, an 
employe of a yard in the State, 
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agreed to that, but said that the 
business papers always went to © 
the desk of the boss, and never 
left that desk unless the boss took 
them home. The Institute then 
agreed that business papers should 
be made available to all employes, 
and that beyond that, some per- 
suasion should be attempted to 
get employes to read them. In 
that way the employe can post 
himself about the industry in 
which he is working, and on which 
he depends for a livelihood. It was 
pointed out that not only can 
employe reading of the business 
papers increase the employe’s in- 
terest in the business, but that he 
can be expected to get ideas from 
them about his own job that will 
contribute to his effectiveness, and 
consequently to the efficiency of 
the entire organization. 

There are tricks, of course, in 
stimulating organized discussion 
among a group of employes as- 
sembled for that purpose. One of 
these has to do with the seating 
arrangement. Employes arranged 
in rows of chairs one behind the 
other will, with the possible ex- 
ception of the people in the back 
row, be reluctant to open up. There 
is always the fear that the fellow 
behind is sitting there awaiting an 
opportunity to jump someone in 
front for an unacceptable sugges- 
tion or idea. 

Mr. Dillon pointed out the ad- 
vantage of a semi-circular or U- 
shaped seating arrangement. That 
removes the bogey of the fellow 
behind, and also enables the in- 
structor or employer to single out 
individuals who in contributing 
ideas on invitation, can see every- 
body else, and thus get a feeling 
of security or of belonging to a 
group each member of which is on 
the same level. 

Here again, the matter of tim- 
ing is very important. The discus- 
sion should never be allowed to go 
on at a pace too fast to permit all 
to absorb what is going on. It can 
be directed by some lead questions, 
and by limiting the group member 
to matters within his own experi- 
ence. To include others in a dis- 
cussion on any particular point, 
the skilled discussion leader. will 
encourage others to assist in an- 
swering some of the questions put 
by members of the group. By hold- 
ing everybody to the point at is- 
sue, encouraging as many of the 
group as possible to contribute 
ideas, the whole discussion can be 
integrated and permit a free ex- 
change of ideas. 
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55 Minutes on Every Door! 


Sa BECAUSE Edges, Top and Bottom 


are Precision-Trimmed at the Factory 


To help carpenters and builders do a BETTER job than ever before 
TRU-SIZED Doors are precision machined to exact book opening, 
and fit perfectly any jamb that is plumb and square. By ordering 
Tru-Sized Doors machined for locks and hinges—as much as 70 
minutes can be saved on every door you install. 


as 
Min 


MAIL COUPON TODAY / 


Wheeler Osgood Sales Corp. Dept. 8 
Tacoma 1, Washington 

Please send me free literature and detailed guide sheet for ordering 
Tru-Sized Doors. . 
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WASHINGTON CALENDAR ie... 


The lumber industry at the mo- 





ment is inactive. It’s just one of 
those periods of watchful waiting. 

There are a couple of reasons. 
First, the national elections. Second, 
less assurance of a quick ending of 
the war in Europe. 


As we write this copy, the elections 
are ahead. As you read it, they’re be- 
hind. The Calendar of course has no 
opinions about partisan politics; ex- 
cept as this national preoccupation 
actually affects the pattern of busi- 
ness. 

Well, Washington leaders tell us it 
is doing just that. They tell us that 
the industry, since about the mid- 
dle of October, has been marking 
time; that lumbermen have been wait- 
ing for the election returns before 
getting on with their provisional post- 
war plans. 


Curiously enough, this seems to be 
more true of lumbermen than of gov- 
ernment control officials. 

Lumber producers and distributors 
have been put over the hoops for so 
long that they think it would be 
heaven on earth just to have these 
regulations lifted. They concluded 
that the outcome of the elections 
would determine whether, and how 
soon, the controls would be demobil- 
ized. The control officials, Republicans 
and Democrats alike, are also weary 
of these measures of repression. But 
they don’t think the outcome of the 
elections, no matter what that out- 
come may be, will have so very much 
to do with terminating the control or- 
ders. They think the course of the 
war must be the determining factor. 

Well, there you are. Both groups, 
of course, have been watching both 
factors; the elections on the one hand, 
the war on the other. But in the main 
the lumbermen have looked upon the 
elections as the index of control de- 
mobilization; and control officials have 
watched for the collapse of Germany. 


War Progress 


A good many business analysts 
stick to their predictions that the war 
in Europe will end this year. But for 
some reason or other the talk about 
reconversion of industry to ¢ivilian- 
goods production is not so brisk as it 
was. It’s true that the Lumber Divi- 
sion still mentions its tentative prom- 
ises that, come V-E Day, many of the 
control orders will be lifted and most 
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of those retained will be modified. 

A couple of things, neither of too 
clear import, have happened. You 
probably noted in the general news 
columns of this journal, two weeks 
ago, the statement that the truck- 
body program had been stepped up 
and that telegrams had gone out to 
hardwood producers urging that 5/4 
and 6/4 stock of No. 1 common and 
better be offered to the Navy co-or- 
dinating unit. The WPB states that 
it hopes this request will serve the 
purpose; that it may not be necessary 
to tighten up the formal restrictions. 
The agency also calls attention to the 
fact that many other sizes and grades 
of hardwoods can still be sold freely. 
But this informal tightening up fol- 
lowed only about a week after the 
general hardwood controls had been 
relaxed. 

The second item is the general an- 
nouncement that cargo vessels are 
much needed and that the program 
must not only be continued but, if 
possible, be stepped up. A large 
amount of lumber is used in building 
these Victory ships. 

In fact, while no one will take defi- 
nite responsibility for saying so right 
out in meeting, a person going about 
the offices of the Lumber Division 
gets the impression that the officials 
are not so expectant of liquidating 
the controls within a matter of weeks. 
Note that, while a couple of months 
ago, business men in the control agen- 
cies were resigning in numbers to go 
back to private business and were 
generally encouraged to do so, the 
agency heads are now bringing pres- 
sure to bear to persuade these men 
to stay. The top officials will tell you 
their basic operational plans are un- 
changed; that they do expect to relax 
control orders when the fighting in 
Europe ends. But there’s a phrase go- 
ing around Washington to which you 
might give attention. It has to do 
with the time gap between German 
defeat and German capitulation. 

Two other factors you might note. 
First, without too much publicity, it 
appears that the glider program is 
being stepped up. That probably 
helps explain the hardwood demand. 
Second, the War Food Administration 
is expected to recommend, for 1945, 
a three-million-acre increase for food 
and fiber production. True enough, the 
’44 goal was 371 million acres; so on 
a percentage basis the increase is not 
large. But it’s startling that there’s 


rai 


any increase at all. Agricultural 
economists, such as Chicago Univer- 
sity’s Theodore Schultz, predict a glut 
of food production within two years 


‘ after the close of the war. The WFA 


knows about these things; would do 
anything short of hampering the war 
effort to avoid them. The fact that 
it’s increasing acreage points up the 


WFA opinion that we’re not over the . 


emergency hump. 

Take these things soberly. They 
don’t mean that the European war 
will continue for many months. That 
war could end this year; and some 
responsible men say it will. These 
preparations are reminders that wars 
are still raging. To reach the peace- 
ful world we hope for, we have to 
start from where we are. No need to 
get panicky or depressed. But, now 
that the election’s over, it’s as well to 
remember soberly that the wars are 
not: yet over. 


Lumber Exports 


Some men in the industry have been 
disturbed by reports of heavy stock- 
piling of lumber at southern ports and 
its shipment to Europe. 

The Calendar is told that the fol- 
lowing is the explanation: First, this 
is lumber for military purposes; not 
for lend-lease nor for sale to private 
customers. Second, the amount of 
these shipments has not been in- 
creased, save as the needs of the 
American Army for lumber may have 
increased. Such an expansion would 
be due to the larger numbers of men. 
We’re told that needs for winter shel- 
ter have been anticipated and were 
in the requirement charts, or what- 
ever they’re called, from the begin- 
ning. Third, the accumulations at 
southern ports have been made for 
the purpose of saving time and ship- 
ping. 

..The story, as we get it, is about 
like this: The shipment of military 


‘lumber—and that means lumber sent 


over as lumber and not as crating or 
dunnage—has been something of an 
orphan child. It has been hard to get 
ships; and those in charge couldn’t 
always find out in advance when a 
ship would be available. So it often 
happened that a vessel would put in 
for a cargo of lumber, only to find 
there wasn’t enough to load it. Then 
it would have to go to some other 
port or else fill up with whatever mu- 
nitions were available. Now and then 
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a cargo was filled out with materials 
not seriously needed but taken on be- 
cause they were available. 

This uncertainty led also to the 
shipment of lumber from the South to 
New York by rail; crowding both the 
railroads and the port facilities at 
New York. Of course New York is 
closer to Cherbourg than are the 
Georgia or Carolina ports; but it’s a 
saving in rail and port facilities to 
load southern lumber for Europe at 
southern ports. 

That’s possible, if the stock is piled 
at those ports in sufficient quantities. 
It can be done now and is being done. 
The WPB assures us that the over- 
all quantities of this purely military 
lumber have remained constant; so 
many feet per man per month. 


Postwar Planning 


The fact that there’s a temporary 
check to the proposed lifting of lum- 
ber controls and that at the moment 
the industry is waiting for military 
and governmental events to happen 
doesn’t mean that no planning for the 
future is being done. Quite the con- 
trary. There’s a sound of industry 
in the offices of the local, State, re- 
gional and national association offices. 

Secretary Northup of the NRLDA, 
recently back from the big associa- 
tion convention at Akron, tells this 
page that retailers feel soberly confi- 
dent about postwar business, They 
know there must be some changed at- 
titudes and some new techniques of 
selling. They can’t go back to the 
precise methods of ’41 or ’39 or any 
other historic year. The post-war 
years will be different. In a good 
many respects they’ll be bigger and 
better years, but different. Hence the 
need for planning. 

Little need to mention the basic 
factors of change from wartime to 
peacetime merchandising. For sev- 
eral years retailers have spent most 
of their time and effort on the busi- 
ness of getting something to sell; 
meeting the limitations imposed by 
the government, making the volumi- 
nous reports, explaining to customers 
why they couldn’t get what they 
wanted and so on. Nobody did or 
needed to do much of what we used 
to call selling. The customers would 
come in and take anything, or almost 
anything, the dealer could stock and 
that he could get by the distribution 
regulations. That’s an exaggeration; 
but it’s not much exaggerated. 


Salesmanship 


Whatever else happens with the re- 
turn of peace, salesmanship and busi- 
ness promotion are sure to come back. 
It’s a safe bet and a most reassuring 
prospect. Business, as we know it, 
rests upon the foundation of proper 
promotion. This is what gives a man 
the control of his own trade. 
Northup says that retail distribu- 


tors are confident of a backlog of 
trade that will be ready to go as soon 
as the green light flashes. The first 
items will be renovation and remodel- 
ing. The second will be farm trade. 
The third will be new house construc- 
tion in the middle and upper price 
brackets. The fourth, which may be 
delayed until reconversion of industry 
is pretty well completed, will be 
houses in the middle and lower price 
brackets; in the main industrial work- 
ers’ homes. These sources of trade will 
not all open up at once; but the dis- 
tributors feel confident that they’ll be 
there in sufficient quantity to match 
the released materials and the return- 
ing building labor. 

But these distributors are saying, 
cheerfully and even with satisfaction, 
that a considerable amount of sales- 
manship will be needed and vital 
right from the start. That’s the way 
they like it and want it. In the post- 
war period this selling isn’t going to 
be a matter of hypnotic and coercive 
persuasion. Too many people think of 
it in that way. It will consist of a 
fund of building knowledge, of the 
kind the customer wishes he had but 
doesn’t have; the knowledge that, for 
lack of a better word, is called serv- 
ice; the knowledge that adjusts the 
customer’s desires and resources into 
a practical working pattern. 


Association Contributions 


Every distributor works out his own 
sales and service pattern. He has to. 
No one else can know exactly what he 
needs in his own community. But it 
is possible for an association to de- 
velop some common divisors for the 
sales and service fields. 

For example, expect local and re- 
gional associations to offer some prac- 
tical stuff in the field of training or 
retraining yard employees in sales- 
manship, finance, drafting; also in 
yard techniques of trucking, storage, 
kiln drying and any number of other 
lines. It can be done. One of the most 
revealing experiences of the war has 
been the success of the Armed Forces 
in the swift and practical training of 
the enlisted men in scores and even 
hundreds of technical fields. This has 
ranged from language training for in- 
terpreters; mathematics for engineers 
and gunners and navigators; chemis- 
try; surgery and what not. Educators 
have been astounded at the speed and 
usefulness of this training. Our in- 
dustry will be badly advised if it fails 
to utilize these possibilities; and the 
best way to do it is through the re- 
sources of associations. 

Incidentally, the associations can do 
useful work in the working out of 
those industrial housing problems; 
whether it’s mass, public building, or 
individually owned and promoted 
houses. But that isn’t so immediate, 
from the point of view of our indus- 
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try, as some other matters. It’ll come 
in time and shouldn’t be forgotten. 


Customer Contacts 


Paul Watson, of the NRLDA, men- 
tioned some of the common divisors 
of promotion and service that can be 
and will be offered; by local, regional 
and State associations. The National 
expects to go along with these ef- 
forts; will rely chiefly upon the re- 
gional organizations, since there are 
sure to be local variants that only the 
regional leadership would understand 
fully. 

All of these things come generally 
under the head of “customer con- 
tacts”; but you’ll understand that this 
is meant, in a broad way, to include 
contact with and understanding of the 
customer’s particular problems. In 
other words, it’s considerably more 
than just getting your finger in his 
buttonhole or standing on his foot so 
that he can’t get away. It means mu- 
tual understanding. 


Looking Ahead 


These matters are mentioned in the 
Calendar because retailing postwar 
planning should and must team up 
with whatever government postwar 
regulations are retained or created. 

It seems clear that public officials 
are in full sympathy with the indus- 
try’s purpose to return, as fully as 
possible and as soon as possible, to 
the control and direction of its own 
business. Sure enough, the industry 
and the government may not agree 
upon every detail. Here’s one that 
carries chances for plenty of dis- 
agreement. It’s understood that in 


. general the WPB controls will be. 


lifted when the war ends in Europe. 
But what about OPA prices? So far, 
that’s not been worked out. The in- 
dustry doesn’t want these regulations 
used to determine the profits of the 
industry. The agency does want to 
use the regulations, or such of them 
as may seem necessary, to guard 
against inflation during the very crit- 
ical period between the capitulation 
of the Germans and the time when 
domestic supply and demand are 
again in balance. Can they get to- 
gether on a formula? It’ll be hard 
to do but highly necessary. 

The program of the NRLDA, as © 
stated by Leonard Lampert, Jr., re- 
tiring president, is aimed at making 
the dealer the most obvious and the 
most reliable source of information 
about home construction. Information, 
advice and contacts with financial 
agencies, designers and builders are 
no less important than the primary 
business of handling and selling build- 
ing materials. 

It’s clear that the distribution in- 
dustry is preparing for a swift return 
to the services upon which owner con- 
trol of the building material and con- 
struction business must rest. That’s 
where the associations come in; and 
where they should come in. 
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S MY ASSIGNMENT in this series of talks 

on postwar merchandising plans in our field 

of operations, I would like to discuss the 
subject of competition; chiefly, because I expect 
we are going to have plenty of it. 

In discussing competition we may well divide 
it into three types: 

1. Competition between ourselves; 

2. Competition from non-related industries 
which, like our own, are ever-seeking a 
larger share of the consumers dollar; and 

3. Competition from other factors, both old and new, 
in the fields of manufacturing and distribution, who 
are now reaching or who may try to reach over 
into our field of endeavor in order to increase their 
own crop of hay. 

As to the first type—competition between ourselves— 

I don’t want to emphasize it here, except to observe 
that we need a healthy amount of it to keep us efficient 
enough to meet the other two types of competition 
mentioned. The major fault with many of us has been 
that in the effort to meet, to solve, or to eliminate com- 
petition between ourselves, we have often spent a lot of 
time, thought, and money that would have been better 
expended if directed toward meeting the other two types 
of competition. 
Non-Related Competition 

As to the second type—that from non-related industries 
such as the automobile, travel, amusement, clothing and 
the like—I believe that we are going to have to count 
on more of it than we have ever before conceived as 
possible. Collectively and individually, the members of 
the home-building industry will have to do a far better 
job of consumer cultivation if we are to even retain the 
slice of the consumer dollar which our industry has 
enjoyed in the past. Few consumers can satisfy all of 
their desires; almost all of them spend for what they 
want most, or rather for what they have been persuaded 
they want most—that is, for the things they have been 
offered most often, most attractively, and which they 
can buy most conveniently. The home-building industry 
especially needs more emphasis on a long-range program 
to stimulate consumer desires for this reason: people 
don’t buy our product on impulse; they can and are 
persuaded to buy on impulse a fur coat or a car, a radio 
or a vacation trip, but few act on impulse in buying or 
building a home. 

Because of this circumstance, a large proportion of 
people could be persuaded to buy more home than they 
are using if, as an industry, we offered our product more 
attractively and made the buying of our product more 
simple and convenient. In this connection we need to 
remember that the renter is our customer just as well 
as is the homeowner, for he is using housing space. 
Plenty of families now living in two and three-room 
apartments could afford and would enjoy using four and 
five rooms of housing if only they spent a bit less of 
their budget on clothes, travel, or amusement. Plenty 
of families in four or five-room units would enjoy one 
or two more rooms, but they also need to have their 
desires cultivated and hoed and cultivated again until 
their desires have reached the point of bearing fruit for 
us to harvest. 

I believe authorities on the subject offer 30 percent of 
total income as a recommended budget allowance for 
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The Lumber Dealer will have plenty 
following the War! 


Here it is defined and conquered 


This manuscript is an address by R. A. Middendorf, manager of the In- 
ventory Control Department of Morrison-Merrill & Co., a line yard con- 
cern with headquarters in Salt Lake City, Utah. Mr. Middendorf, who 
was also a prizewinner in the AMERICAN LUMBERMAN’S $1500 Postwar 
Preparedness Idea Contest last Spring delivered this address at a recent 
meeting of the Salt Lake City Lumbermen’s Club. 


housing for the average family, with the figure slightly 
less for lower income groups and slightly higher for 
families of more than average income. 

A large percentage of consumers spend less than the 
recommended figure. Why? A prewar Saturday Even- 
ing Post demonstrated part of the answer. In the aver- 
age issue, for each page of space devoted to stimulating 
consumer desires for better housing and more of it, you 
could find probably ten pages cultivating the desire 
for a new car, about a half dozen pages offering the 
improved performance of the latest radios, and as many 
more pages painting the joys of travel. Local newspapers 
repeated the same situation with possibly some slight 
change in the ratio on the products mentioned, but of 
recent years plenty have added space on other products. 

Is that competition? Maybe not, but it had a good 
part of American consumers mentally spending their 
money before they had accumulated the first payments. 
Convenient and easy to buy? With a hundred dollars, 
provided you had a reliable future income, you could 
enter a travel agency and in short order arrange for a 
deluxe trip to Honolulu. 

I believe that this problem of precultivation of the 
market for homes offers one of the best fields of service 
for our local, state and national associations to do for 
us the job we cannot adequately accomplish as individuals. 


Existing Consumer Desire 

I’ll ask another question. Are we even doing a thor- 
ough job on cashing in on the consumer desires that 
already exist? I don’t think so: let’s take just one 
instance to illustrate. We have in the valley here 
probably fifty-five thousand families. I believe that 
few of you will dispute the suggestion that fifty-thousand 
of those housewives want and, with proper urging, would 
buy an additional one hundred square feet of wall space 
in cabinets, closets, or shelving, arranged to provide 
additional storage facilities in their present homes. 
Using as an average only 200 feet of lumber, plywood, or 
wallboard each, the full satisfaction of those existing 
desires in this valley would alone require ten million feet 
of such materials and close to a half million dollars of 
paints and hardware. That’s enough volume to keep a 
number of us busy for quite some time, but we haven’t 
even begun to cash in on that potential; so fifty thousand 
women spend the money for something else—often addi- 
tional clothes for which they may not even have closet 
space. 

New Operators in This Field 


Now, let’s take the third type of competition—that of 
operators in other fields, and of new types of operators 
in our own field, reaching over the fence to harvest the 
fruit of trees to which some of us mistakenly thought 
we held the title. It is this type of competition which 
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- PLANNING AHEAD 


an essential privilege 


Premature predictions of Victory are a direct 
affront to the many now slugging it out for us 
the world over. Our least obligation is to 
keep busy, filling our part of the vital mate- 
riel flow—even when this means, as it often 
does, refusing orders from old friends. 


At the same time, it is also our privi- 
lege to plan for the utmost utilization 
of the peace these strenuous efforts are 
bringing ever closer. So that we can turn 
immediately to building an even bigger in- 
dustry, with jobs and plenty for every old 
and new worker. 


Here at Ralph Smith, we’re doing our 
best at this double job—working and 
planning for the time when we can 
fill your every order for high-quality 

F.. Ponderosa Pine, special pine products, 
: a and other West Coast woods. 


WE SPECIALIZE in Cut Stock, 
Glued-up Stock, Ladder Stock 
—rough, and run to pattern— 
IN FACT ANYTHING MADE 
FROM WESTERN LUMBER. 


REMEMBER, TOO, WE WHOLESALE— 
HEMLOCK 
DOUGLAS FIR 
SITKA SPRUCE 
PORT ORFORD CEDAR 


When making inquiry, please include priority rating and release. 
Address all correspondence to our Kansas City offices. 








Manufacturers and Wholesalers 1635 Dierks Bldg., Kansas City, Mo., Victor 4143 


Member of Western Pine Ass‘n., National Wooden Box Ass‘n., Ponderosa Pine Woodwork, 
National-American Wholesale Lumber Ass‘n. 





WEST COAST OFFICE: 908 PORTER BUILDING - PORTLAND, OREGON 
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currently seems to be the source of greatest concern 
among such groups as this, judging by comments in the 
trade-journals and the reports of various conventions of 
building material dealers. 

We have had instances of such new types of eompe- 
tition crop up in the past. We are having some of 
them today and we will have more of them in the 
future. Some dealers have met this sort of problem 
successfully; others have failed. Some operators will 
succeed and others will fail with similar problems in 
the future. On the whole, our batting average hasn’t 
been too good. Why? 

I believe our shortcomings in this regard have been 
basically due to one thing: unsound thinking and the 
failure to recognize, analyze and accept our proper 
functional place in the picture. 

Currently we have the situation of auto-supply houses, 
department stores and service stations adding lines of 
roofing, wallboards, insulation, and the like to offer the 
public, quite often at prices below our own and often of 
equal quality. And, gentlemen, I’ll bet you the price 
of today’s luncheon that, at half of the dealer conventions 
to be held next winter, suggestions will be offered that 
committees be appointed to “wait upon” the manu- 
facturers and get “our rights” recognized, and to force 
them to distribute through the old established channels. 
Other dealers will seek a solution by themselves, reach- 
ing over the fence into other fields of merchandise and 
broadening their own lines. Some of them will be suc- 
cessful in doing so. 

Obviously, the right answers will not be the same 
for each section or community, or even for all the dealers 
in a given community. 

To find the right answers, I believe that we will have 
to individually and collectively reorient our thinking. 

1. Let’s quit thinking of ourselves primarily as lum- 

ber-dealers or even as building-material-dealers. 

2. Let’s admit to ourselves right now that the mere 
fact that we have an established supply yard with 
an investment and a past history, does not give us 
the right to one nickel’s worth of future prosperity 
or even to future survival. 

3. Let’s decide right now that our survival, our prog- 
ress, and our profit depend entirely on how well 
we can serve the needs and desires of our com- 
munity. 

Gentlemen, we may as well admit it: in the field of 
distribution the day of the toll-bridge is gone, just as it 
has largely disappeared from America’s highways. 

You or I may be a retailer, a wholesaler or a com- 
mission merchant of building materials; it doesn’t matter 
in what part of the field our efforts are spent, but unless 
we can offer a product or service of definite value and 
unless we can sell and deliver that value more efficiently 
and more economically than can the average of our com- 
petition, be its form new or old, then we are on the way 
to join the livery-stable, the maker of buggy-whips, the 
neighborhood dry-goods store, and the dozen and one 
other dodo-birds of business history. 


Banks Promoting Home Building 

Collectively we have the largest investment in the 
construction field and as a group we receive a larger 
portion of the construction dollar than is enjoyed by any 
other group factor engaged in the building of homes. 
And our sales efforts are largely directed toward com- 
peting with one another for business which is largely 
self-generated—certainly most of it has not been due 
to our promotional efforts. Yet right today the one 
outstanding piece of work toward building a backlog 
of consumer interest in postwar home-building is being 
done, not by any of us, not by our association; but the 
real estate department of one of the local banks. 

That sounds like an indictment. Gentlemen, I may be 
wrong, but I think that if you folks were on the jury you 
would vote guilty. 

What, then, is the function we should accept as our 
own in the field of distribution? I would say it is to 
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supply the consumer with any goods or any service which 
our capital, our plant, our equipment, our location, our 
organization, and our knowledge equip us to furnish to 
him efficiently and economically with a reasonable profit 
on the sale. 

That has been the guiding principle of every big suc- 
cess in the merchandising field. It should be our own. 
Instances might be cited of push-cart peddlers or small 
store operators using this yardstick, adding new lines 
as opportunity offered, dropping old ones as conditions 
changed, who have grown to mammoth stores handling a 
tremendous volume in lines entirely unrelated to their 
original program. 

With every dealer those six factors, capital, plant and 
equipment, locations, organization, and knowledge, will 
vary in one way or another. So also must each dealer 
vary his answer to the problem of adapting his operation 
to current local conditions. And each dealer needs to 
follow through in his thinking if he is to offer all of the 
value which he has to sell. Unless we change its form 


-we cannot add anything to the inherent value of a 2x4. 


We pay freight on it and add place value; if we keep 
our stock complete and adequate we add time value; 
prompt delivery service adds both time and place value; 
adequate technical knowledge adds usage value. Up to 
this point we have, as a group, been forced by our own 
competition with each other to accomplish a pretty fair 
standard of efficiency. 

It is in the further steps that most of us have failed 
to a great extent in our competition against outside 
pressures. We have yearned too much, when the going 
got tough, to return to some happy status quo where 
other hunters would stay out of our preserves; where, 
between ourselves we could manage some reasonably fair 
division of the current season’s crop of birds. 


Left Sales Effort to Contractors 


We have left ourselves vulnerable to outside com- 
petition of both kinds by not making the consumer want 
to buy more of our products and services; by not making 
it easy, convenient and simple for him to buy those he 
already wants through us; by leaving consumer contacts 
and sales efforts with prospective home builders in the 
hands of real estate operators and speculative con- 
tractors. Some of them are effective and competent; 
many of them are not. Without exception every one of 
you is more competent to guide the prospective home- 
builder, has more know-how, more usage value to offer. 
Does that leave them in the driver’s seat? Every one of 
you can recall plenty of instances where such operators 
played both ends against the middle with three or four 
contractors, who in turn played both ends against the 
middle with us. We furnished 40 percent of the material 
or service sold, often took the major part of the risk, 
and ended up with little or no net profit and sometimes 
with an actual loss. 


Review Price Margins 


In still another way we have added to the invitation 
for others to invade our field of service. We have based 
our margins and our price structures too much on past 
precedents, on percentages and on averages and, in so 
doing, have offered the opportunity for so-called outsiders 
to pick out items that were relatively over-priced and 
to leave us with under-priced items, even though our 
over-all averages may have yielded only a very limited 
net profit. 

We don’t average the freight cost across all of our 
products in measuring the place value we have added to 
them. Neither should we depend too largely on aver- 
ages when establishing the margin needed for other costs 
which enter into the values we have to offer. 

Put it another way. We need to study ourselves and 
our operations just as we are being studied by those 
hunters who wish to hunt the fields we thought belonged 
to us. If we do as efficient a job, if we offer the consumer 
equal or better values, whether in merchandise or service 
or convenience, we will not only hold what we have, but 
will gain on the field as a whole. 
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Meet O’Brien’s “first team” of fine finishes — eleven 
veterans who work together as a hard-hitting, high- 
scoring combination. 


For years and years these all-stars have been winning 
new sales and new friends for dealers sine am 
throughout the country. The day is . 
coming when this team of fine finishes will be avail- 
able to mew dealers. Write us for the records of the 
all-stars and for full details on O’Brien dealerships. 
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LIQUID-LITE: Captain of the first 
team and the nation’s top non- 
yellowing white enamel! Old- 
fashioned quality with new work- 
ing ease. 





FLEXICO: Deluxe all-purpose 
enamel. Acclaimed nationally for 
its high sparkle and long-wearin 
qualities. Tough, elastic an 
versatile, 





QUICK - DRYING ENAMEL: 
Wide range of colors and attrac- 
tive price make this a real leader. 
Waterproof and durable, it works 
easily, covers solidly. 
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> mm 
LIQUID VELVET: The old de- 
pendable flat wall paint. Can be 
washed as many as ten times be- 
tween paintings. A beautiful in- 
terior finish. 











PREPARED PAINT: For houses 
and all exterior surfaces. Unbeat- 
able staying power and rich beauty 
have earned it retail leadership for 
many years. 





ONE-COAT FLAT: O’Brien’s oil 
base, flat wall paint that covers 
solidly in one coat! Combines 
great dependability with smooth 
working ease. 
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SATIN FINISH: The semi-gloss 
enamel with fresh appealin 

colors. A handsome, lasting an 

completely satisfying finish for 
walls and woodwork. 
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INTERIOR GLOSS: This popu- 
lar wall enamel is really brilliant! 
Its sparkling colors can be washed 


again and again without loss of . 


lustre. 





PEN-CHROME WOOD FIN- 
ISHES: O’Brien’s newest star! A 
blonde finish in many light tints for 
wood work, furniture, plywood. En- 
hances natural beauty of all woods. 
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O’LITE: Resin-emulsion flat wall 
paint. One coat covers any in- 
terior surface, including  wall- 
aper. Easy to apply, dries in one 


our. 





FLOOR AND DECK ENAMEL: 
For all floors, indoors and out. 
Easy to apply. Hard to wear out! 
Dries quickly, on wood, cement 
and brick. 
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Southern Pine Industry Charts Future 


OSTWAR PLANNING occupied 
the sessions of the fall meeting 
of the Southern Pine Assn. and 

the Southern Pine War Committee 
held at the Roosevelt Hotel, New Or- 
leans, Oct. 25-26. Approximately 400 
manufacturers and distributors par- 
ticipated in the meeting. 

The association planned a vigorous 
campaign to meet competition from 
other building materials and to assure 
ample postwar markets for Southern 
pine. Recommendations of the various 
committees pointed the way to an ex- 


panding future for members of the 
organization. 

The advertising and trade com- 
mittee, reporting to the board of di- 
rectors, recommended a minimum an- 
nual budget of $140,000, including 
$50,000 for advertising, and an ade- 
quate publicity program to keep con- 
sumers, architects, engineers and 
dealers sold on the merits of Southern 
pine products. 

The conservation committee asked 
for a continuation of cooperative ef- 
forts to secure adequate forest fire 








LO-K COTTON INSULATION IS FLAME-PROOFED 


. for easier selling 


. for greater profits 


. for Safety! 





When a selling job is to be done, isn’t it a lot easier if the product 
you're selling is the best of its kind? Take insulation, for instance. 
When customers ask about thermal conductivity, light weight, and 


flexibility, Lo-“‘K’’ provides the answers that do most to make the sale. 


And, when the all-important question of safety comes up, this 


answer closes the deal: 


“Lo-"“K” Cotton Insulation is flame-proofed and processed 
to withstand a blowtorch temperature of 1800° F., com- 
plying fully with strict U. S. Department of Agriculture 


specifications.” 


FLAME-PROOFED 





PRODUCT OF LOCKPORT COTTON BATTING CO. 


Let us send you some impar- 
tial detailed information on 
insulation, plus the Lo-""K”’ 
features and merchandising 


0 ARCHITECT 


pointers.It’salldoneupinto Name 
compact, fast-reading fold- Address 
ers, yours for the coupon. oe soe ee ee ae 


Lockport Cotton Batting Co., Dept. AL-11 
Lockport, New York 


Gentlemen: Please send me complete information about Lo-""K" 
Cotton Insulation. 


O DEALER © CONTRACTOR or BUILDER 


COTTON INSULATION 
ESTABLISHED 1870 
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control, further expansion of the Tree 
Farms System, and increased activi 
in forest management and reforesta- 
tion. 

W. B. McNeal, Hardeeville, S. C, 
first vice -president of the SPA, was 
elected as president to fill out the un. 
expired term of the late Paul T. San. 
derson, Trinity, Tex., whose death oc- 
curred Oct. 9. Quincy T. Hardtner, 
Urania, La., second vice president, 
was elected to serve as first vice 
president until the next annual meet- 
ing in 1945. W. H. Burruss, Lynch- 
burg, Va., was chosen to fill the office 
of second vice president. At the open- 
ing session Wednesday, there was an 
impressive memorial service in tribute 
to Mr. Sanderson, the first SPA presi- 
dent to die in office. 

Mr. McNeal, who presided at thef, :)4; 

; : building 
opening session, asserted that pro-¥. ] 
gressive measures must be prepared Centra 
for the postwar period, and warned N.Y. 4+ 
that legislation must be watched to 
protect the industry’s interests and 
welfare. 

Secretary-Manager H. C. Berckes 
told the audience that the industry is 
changing with the times and that it is 
not the same as it was in the early 
part of the century when large units 
operated solely on extensive stands of 
virgin timber. Urging plans for the 
postwar period, Mr. Berckes said: 

“Advances made in _ conservation 
and reforestation in the South have 
given to the Southern pine industry 
an opportunity to perpetuate itself on 
a production level high enough to 
maintain the position of our product) a smal 
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in markets of the country, as well as}... it mu 
financial stability sufficient to con-|surface t 
tinue a strong and active trade asso-| dom fron 
ciation.” ity glazin 
Mr. Berckes urged the need for an] dow Gla 
efficiently functioning public relations an exten 
plan, asserting, “We must be not only ] 
prepared to tell what we are doing, 
but we must also know how.” 
Expressing faith in the healthy fu- 
ture of the Southern Pine industry, 
Dr. Wilson Compton, Washington, ; 
D. C., secretary-manager of the Nag /07 bt 
tional Lumber Manufacturers Assn. Pennver 


pointed out newly discovered uses for that has 


Southern pine. 

He cited the triumph of the South- 
ern pine industry over those “proph- 
ets of doom” who declared a quarter- 
century ago that the industry would 
have exhausted Southern forests by 
1942. 

That timber is a crop and that 4 
tree should be harvested when ripe 
and that forests do not need govern- 
ment control or national administra- 
tion, was the thought expressed by 
James P. Selvage, New York, public 
relations counsel for American Forest 
Products Industries, Inc. He said 
that at one time 46 percent of the 
public believed it unpatriotic to use 
lumber because it was believed such 
use was diminishing a national re- 
source, but that the industry, through 
its organized voice is attaining an ac- 
curately informed public opinion. 

Lieutenant Earl M. McGowin, USN, 
Chapman, Ala., a former president of 
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36ELL “PENNVERNON” 


e e 4 
_.. not just “Window Glass 


WHETHER a window glass is to be 
wed for glazing a large public 
building like this Whitesboro 
Central School, Whitesboro, 
a 








(Ra small, modest home like this 
it must have a high degree of 
surface beauty, clarity and free- 
dom from defects to assure a qual- 
ity glazing job. Pennvernon Win- 
dow Glass has these qualities to 
an extent unusual in a sheet glass. 
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For big buildings or small, sell 
Pennvernon ... the window glass 
that has made a name for itself! 





PENNVERNON window g 


PITTSBURGH PLATE GLASS COMPANY 


GRANT BUILDING, PITTSBURGH 19, PA. 
‘vurrseurcH” stent for Duality Glass and aint 
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the SPA, spoke informally of his re- 
cent trip to Eurépe and told of the 
important uses to which lumber is be- 
ing put in the war effort. 

Thursday’s sessions started in the 
forenoon with an industry meeting of 
the Southern Pine War Committee, 
presided over by C. C. Sheppard, 
Clarks, La., chairman. J. Philip Boyd, 
director of the lumber and lumber 
products division of WPB, was the 
featured speaker. Mr. Boyd ex- 
pressed appreciation for the part 
played in the nation’s war effort by 
the Southern pine industry and the 
industry’s war committee. He warned 
of the stiff competition that would 


have to be met by lumber in the post- 
war period, and urged the manufac- 
turers to produce and manufacture 
products of the highest possible 
standards. 

Mr. Boyd asserted that the United 
States probably will be a great lum- 
ber exporter after the war in Europe 
ends. He said that L-335 could be 
relaxed on very short notice, and that 
it was the intention of WPB to be as 
cooperative as possible in relaxing of 
restriction, depending on the course of 
the war. 

“Tumber for the Pacific theatre,” 
Mr. Boyd said, “will move from both 
the Atlantic and Pacific ports, as it is 
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“Uncle” Luegemors, operating a DeWalt at Black, Sivalls & 
Bryson, Inc., Oklahama City, Oklahoma. Note that the De 
Walt is mounted on wheels for use anywhere in the yard. 


Thousands of lumber dealers all over the country—small yards and 
line yards—have a real “one-two punch” in their selling methods, 
making more money than ever before! 


FIRST—they put in a new DeWalt, the perfect lumber dealers’ saw. 
This one machine, with the proper tools, makes any cut possible 
quickly, safely, accurately. With this DeWalt, lumber dealers are 
re-working the war-time lumber they buy—including waste, discarded 
sizes and damaged stock—into products they can sell. 


SECOND-they use the new DeWalt Idea Book—which gives them 
practical ideas on how to put action and showmanship into their 
business! You, too, can put this “one-two punch” into your business! 
Send the coupon below for your free copy of the DeWalt Idea Book 
and information on the latest DeWalt saw. 





vewALT PRODUCTS CORPORATION 


5290 Fountain Avens~ ‘~n-ester. Pr 


(0 Send me.a free copy of your DeWalt Idea Book. 
C) Send me your latest catalog on DeWalt Saws. 
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not as far from Savannah to Bombay 
as it is from San Francisco to Singa- 
pore. It can be expected that there 
will be a 90-day period of readjust- 
ment of the lumber industry following 
relaxation of military requirements. [| 
do not believe that people will rush to 
build homes until they also can get 
adequate wiring, stoves, and refrig- 
erators. Nor will they accept green, 
inferior lumber. 

“The lumber industry is lucky in 
that it has no mechanical reconversion 
problem. It is the intention of WPB 
to let loose all control of lumber after 
Victory-in-Europe-Day if we can, al- 
though as long as the Japanese war 
lasts there will be need for lumber. 
The rehabilitation problem looms 
large in the postwar picture, but I do 
not believe America intends to have 
any undue strain placed upon Ameri- 
can economy from the lumber stand- 
point until exhaustion of sources of 
supply in areas in need of re-building. 

“Domestic markets will be hungry 
for lumber. I suggest that lumber- 
men put out the best product they can 
at the lowest possible cost. It is im- 
portant to reverse the downward 
trend of per capita consumption of 
lumber as it existed in pre-war years. 
It is important that the public be 
given a truthful picture of timber and 
lumber.” 

At the open meeting of the board 
of directors, reports and recommenda- 
tions of the association’s committees 
were presented by the _ respective 
chairmen and received the approval of 
the directors. 


Southern Forest Farmers 


The Forest Farmers Association 
Co-operative is holding a series of 
State meetings in the twelve south- 
ern States comprising its membership 
—Tennessee, Louisiana, Texas, Ar- 
kansas and Oklahoma, Mississippi, 
Alabama, Georgia, South Carolina, 
North Carolina, Florida, and Virginia. 
The first meeting was held in Nash- 
ville, Tenn., on Oct. 25 and the final 
meeting is scheduled for Dec. 15 in 
Virginia. The respective State direc- 
tors will act as chairmen, with forest 
fire prevention and better forestry 
practices on farms the main subjects 
to be discussed. 

W. M. Ottmeier, Valdosta, Ga., is 
president of the group; S. J. Hall, 
Neptune Beach, Fla., is vice-presi- 
dent; Colin P. Kelly, Madison, Fla., is 
executive director, and Wayne G. Mil- 
ler is secretary. 


Los Angeles Hoo-Hoo Booming 


Los Angeles (Calif.) Hoo-Hoo have 
taken on new life during the past 
year and are having some splendid 
noonday meetings, with a record at- 
tendance of 82 at the October meet- 
ing. 

The group has scheduled a lunch as 
a tune-up for Thanksgiving at the 
University Club, for noon, Nov. 17. 

LeRoy H. Stanton of E. J. Stanton 
& Son, Los Angeles, is president of 
the local Hoo-Hoo. 
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Green bilge 
AlcrominA 


... the new Super Screen Cloth 


two FORWARD steps 


TWO NEW SCREEN CLOTHS 


Out of the wartime necessity which accel- 
erated research and process develop- 
ment, we have taken two forward steps 
toward greater peacetime protection for 
the American home of tomorrow—pro- 
tection from the discomforts and dangers 
of disease-bearing insects—the better 
protection afforded by two new screen 
cloths which we announce and offer to 
our trade. 

One of these is Green Edge AlerominA 
...the new sxzper screen cloth with the 


newly developed super finish. . .non-stain- 
ing...more highly resistant to corrosion 
than other finish on steel cloth—a worthy 
competitor of bronze or copper screen, 
yet it costs much less. 

The other new screen cloth is Red 
Edge CrominA— proved by independent 
engineering laboratory tests to be a 
superior screen cloth from every .stand- 
point — far superior even to the AluminA 
grade which it replaces, yet it will be 
competitively priced. 


REYNOLDS WIRE CO., DIXON, ILLINOIS 





under present government restrictions 
BOTH AVAILABLE IN 16 MESH ONLY...1N LIMITED QUANTITIES 
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Scheduled Meetings 


Nov. 14—Lumber Dealers’ Association 
of Connecticut, New Haven, Conn. 
Annual. 


Nov. 16—Insulation Board Institute, 
LaSalle Hotel, Chicago, Ill. Annual. 


Nov. 17—Retail Lumber Dealers Asso- 
ciation of Maine, Bangor House, Ban- 
gor, Maine. Twelfth annual. 


Nov. 27-28-29—Producers’ Council, Ho- 
tel Roosevelt, New York City. 21st 
semi-annual. 

Dec. 1—Washington State Forestry 
Conference, Seattle Chamber of Com- 
merce, Seattle, Wash. 23rd annual. 

Dec. 7-8-9—Western Forestry & Con- 
servation Association, Portland Ho- 
tel, Portland, Ore. Annual. 

Dec. 11-12—Southern Sash & Door Job- 
bers Association, Hotel Roosevelt, 
New Orleans, La. Sixth annual winter 
meeting. 

Dec. 11-13—National Lumber Manufac- 
turers’ Association, American Forest 
Products Industries, Inc., and Timber 
Engineering Co.; Blackstone Hotel, 
Chicago. Annual meetings. 

Dec. 14—Northeastern Wood Utilization 
Council, Hotel Manger, Boston, Mass. 
Regular quarterly meeting. 

Dec. 16—Nylta Club, Hotel Belmont- 
Plaza, 48th & Lexington Ave., New 
York City. Annual Christmas party. 

Jan. 5—National Association of Hard- 

‘ wood Wholesalers, Lincoln Room, 
Hotel La Salle, Chicago. Annual. 

Jan. 9-10-11—Indiana Lumber & Build- 
ers’ Supply Association, Indianapolis, 
Ind. Convention at Murat Temple; 
headquarters at Claypool Hotel. 

Jan. 10-11—Carolina Lumber & Build- 
ing Supply Association, Hotel Char- 
lotte, Charlotte, N. C. 22nd annual. 

Jan. 16-17—Kentucky Retail Lumber 
Dealers’ Association, Brown Hotel, 
Louisville, Ky. 40th annual. 

Jan. 18—American Walnut Manufac- 
turers’ Association, Chicago, Ill. An- 
nual. 

Jan. 18-19—Northwestern Lumbermen’s 
Association, Radisson Hotel, Minne- 
apolis, Minn. Annual. 

Jan. 22-23—West Virginia Lumber & 
Builders’ Supply Dealers’ Association, 
Waldo Hotel, Clarksburg, W. Va. An- 
nual. 

Jan. 24-25—Southwest Lumbermen’s 
Association, Municipal Auditorium. 
Kansas City, Mo. Hotel headquarters 
likely will be Muehlebach. Annual. 

Jan. 25-26—Western Retail Lumber- 
men’s Association of Canada, Fort 
Garry Hotel, Winnipeg, Canada. An- 
nual. 

Jan. 31-Feb. 1-2—Ohio Association of 
Retail Lumber Dealers, Deshler Wal- 
lick Hotel, Columbus, Ohio. Annual. 

Feb. 5-6—Mountain States Lumber 
Dealers’ Association, Shirley-Savoy 
Hotel, Denver, Colo. Annual. 

Feb. 6-7—Michigan Retail Lumber 
Dealers’ Association, The Pantlind, 
Grand Rapids, Mich. Annual. 

Feb. 7-8—Lumber Dealers’ Association 
of Western Pennsylvania, William 
Penn Hotel, Pittsburgh, Pa. Annual. 

Feb. 8-9—Iowa Retail Lumbermen’s 
Association, Fort Des Moines Hotel, 
Des Moines, Iowa. Annual. 

Feb. 13-14-15—Illinois Lumber & Mate- 
rial Dealers’ Association, Sherman 
Hotel, Chicago. Annual. 

Feb. 15-16—Virginia Building Material 
Association, Hotel John Marshall, 
Richmond, Va. Victory conference. 

Feb. 20-21-22—Wisconsin Retail Lum- 
bermen’s Association, Milwaukee Au- 
ditorium, Milwaukee, Wis. Annual 
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Feb. 22-23—Tennessee Lumber, Mill- 
work & Supply Dealers’ Association, 
Peabody Hotel, Memphis, Tenn. An- 
nual. 

Feb. 27-28—Nebraska Lumber Mer- 
chants’ Association, Fontenelle Hotel, 
Omaha, Neb. Fifty-sixth annual. 

March 5-6-7—Independent Retail Lum- 
ber Dealers’ Association, Nicollet Ho- 
tel, Minneapolis, Minn. Annual con- 
vention and postwar materials con- 
ference. 

April 9-10-11—Lumbermen’s Association 
of Texas, Municipal Pier, Galveston, 
Texas. 59th annual. 








Officers of the Building, Material Exchange 
of Birmingham, Ala., elected at its annual 
meeting on Oct. 17 shown above, are, left 
to right, Will Stone, secretary; R. N. Haw- 
kins, vice president; Mildred Richardson, 


executive secretary, and Thornton 


president. 


Estes, 





Fall Meeting of Northern Hem- 
lock & Hardwood Manufacturers 


The Northern Hemlock & Hard- 
wood Manufacturers Association held 
its fall meeting at the Plankinton 
Hotel, Milwaukee, Wis., Wednesday, 
Nov. 1, with approximately 60 mem- 
bers in attendance. 

The morning session was devoted to 
a roundtable discussion of the follow- 
ing topics: (a) When Will War End 
in Europe? (b) Disposition of Gov- 
ernment Lumber Supplies and 
Wrecked Camps and Buildings; (c) 
Changes desired in Lumber Use Con- 
trols—L-335—at end of European 
War; (d) OPA—Essential Production 
Cost Surveys; (e) Future of OPA 
Price Control; (f) Trends in Produc- 
tion Costs; (g) Effect of “Travel 
Time” Interpretations on Costs; (h) 
“Renegotiation’—Methods and: Data 
Required; (i) Effect of Heavy Gov- 
ernment Cancellations Upon General 


Trade; Upon our Customers; Upon - 


our Business? (j) Prospective Civilian 
Lumber Demand Next Spring; (k) 
Future of Log Concentration Yards 
and Small Mill Production. 

Following luncheon a number of 
War Department films were exhibited, 
stressing the importance of lumber 





and its vital role in the war effort, 
The afternoon session was devoted 
to further discussion of various other 
topics of prime importance to the as- 
sociation and lumber industry. 


Plans for Northwestern War 
Conference 


There will be no exhibits at the 
1945 war conference of the North- 
western Lumbermen’s Association, to 
be held at the Radisson Hotel, Minne- 
apolis, Minn., Jan. 18 and 19. 

A definite and concise selling and 
merchandising program for the post- 
war period will be the theme of this 
year’s meeting and it is planned to 
have visual presentations demonstrat- 
ing how retail lumber and building 
material dealers in the Northwest can 
get their share of the consumers’ dol- 
lars in the postwar period. 


Iowa's Victory Merchandising 
Clinic 

The Iowa Retail Lumbermen’s As- 
sociation will hold its 1945 “Victory 
Merchandising Clinic” on Feb. 8 and 
9 at the Fort Des Moines Hotel, Des 
Moines, Iowa. There will be no ex- 
hibits. 

Iowa’s large farm market offers a 
vast potential for postwar sales of 
lumber and building materials for 
new construction, remodeling, and re- 
pair and maintenance, and the theme 
of the clinic program will be “Selling 
the Postwar Farm Market.’ 


Texas Lumbermen Ask Postwar 
Continuance of OPA 


With President Lynn Boyd presid- 
ing, the executive committee of the 
Lumbermen’s Association of Texas 
met in a called session Oct. 14 in Fort 
Worth and concurred in the request of 
the National Retail Lumber Dealers 
Association that the Office of Price 
Administration be continued in force 
after the war’s end in order to help 
curb inflation. 

The 59th annual convention of the 
association, will be held in Galveston, 
on the new million and a half dollar 
municipal pier, on April 9, 10, and 
11, 1945. Arrangements were made to 
include exhibits at the 1945 conven- 
tion for the first time since the war 
started, taking advantage of the 
40,000 feet of exhibit space on the 
pier, leaving the entire grand ball 
room for business meetings and en- 
tertainment. 


Insulation Board Institute Will 
Hold Annual 


Stuart H. Ralph, president of the 


- Insulation Board Institute, will dis- 


cuss the farm construction and build- 
ing repair situation from the stand- 
point of the availability of materials 
as a guest on the Farm and Home- 
maker program of the Blue Network 
on Nov. 16. The program is broad- 
cast over 60 to 80 stations, at 11:30 
(Continued on page 70) 
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| ra GLOBE distributors will tell you that “Globe who want to be an essential part of it in 
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dol- believe in the coming building boom and _ and rising profit. 
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Globe’s Sheetstone is a newly 
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the other. Easily applied, giving the 
f the appearance of a genuine brick job. 
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Natural Reseeding of Timber 


Future Timber 
Supply Assured 
Progressive forest management 
policies assure Ozan’s customers 


long-time, continuous service on 
this famous Shortleaf Pine. 


OZAN 


Lumber Company 
Prescott, Ark. 


Sawing Wood Since 1891 
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RED CEDAR POSTS 


Genuine Tennessee & Arkansas Red Cedar 
Posts; Rounds, Splits, Bark On. Assorted 
Sizes, 2” Top to 7” Top, Lengths 612’ to 12’. 


Write for prices. 


U. S. CEDAR CORPORATION 


4903 Delmar Bivd., St. Louls 8, Missouri 


















Made of hard maple, light 
weight. Sharp, strong blades 
cut thru toughest insulation 
boards, leaving clean, smooth 
edge. Three tools, five blades, 
attachments, all for 


Extra Bevil-Devil Blades, of 
selected steel, ground to cut 
insulation board, package of 
100 for $4.00, postage paid. 


OU need these tools for 
insulation board jobs. 


$350 


Sent postage paid 
anywhere in U.S. A. 


KIMBALL mec. contac. 


1709 GREENLEAF ROYAL OAK, MICH. 
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(Continued from page 66) 
a. m., CWT. It is timed to coincide 
with the Institute’s annual meeting at 
the LaSalle Hotel in Chicago, the 
program of which will be of special 
interest to lumber and building mate- 
rials dealers. 


Cleveland Lumber Institute 


Donald Beaumont, Euclid Avenue 
Lumber Co., has been elected presi- 
dent of the Cleveland Lumber Insti- 
tute, Cleveland, Ohio. T. E. Weil, 
Lumbermen’s Door & Trim Co. was 
elected vice president and Irving B. 
Waterbury was re-elected secretary- 
treasurer-manager. 


Plans for Annual Christmas 
Party of Nylta Club 


New York City’s Nylta Club is 
planning an elaborate social event for 
the annual Christmas party of its 
membership at The Hotel Belmont- 
Plaza, Saturday, Dec. 16, from 5 to 
9 p. m. Lumber and allied materials 
dealers who are in the vicinity of New 
York on Dec. 16 are invited to join 
the mill men, mill representatives, 
wholesalers, and retailers of Nylta. 

Further information available from 
Fred Ritter, secretary, 5624 Grand 
Central Terminal, NYC.; telephone 
Vanderbilt 6-6271. 


Now with WCLA Information 
Department 


The West Coast Lumbermen’s As- 
sociation has announced Arthur K. 
Roberts, Port- 
land, Ore., as a 
member of its in- 
formation depart- 
ment staff. Mr. 
Roberts has been 
identified with 
forest industry 
association work 
in both the West 
Coast and West- 
ern pine regions 
since his gradua- 
tion from the 
College of For- 
estry, University of Washington, in 
1921. For the past two years he has 
been doing postwar research at the 
Western Pine Association laboratory. 
His experience will be applied to the 
editing of “Big Trees,” the WCLA 
newspaper for the retail lumber trade, 
and to other work on publications, ad- 
vertising and publicity now being 
planned as part of postwar trade pub- 
licity for the West Coast lumber in- 
dustry. His headquarters will be in 
the Portland office of the association. 





Arthur K. Roberts 


Tacoma Lumbermen Meet 


Just as soon as Germany is de- 
feated, restrictions on the sale of 
lumber will be reduced to a point that 
will just protect military needs, Col. 
W. B. Greeley, secretary-manager 
West Coast Lumbermen’s Association, 
said in a talk before the Tacoma 
(Wash.) Lumbermen’s Club, Oct. 20. 


He said that lumbermen, including 
himself, were given this assurance by 
J.. Philip Boyd, WPB Lbr. & Lbr. 
Prod. Division director at Washing- 
ton, D. C., recently. 


Joins WCLA Staff 


Moving closer to the need for re- 
sumption of lumber promotion in the 
channels of nor- 
mal peacetime 
trade, the West 
Coast Lumber- 
men’s Association 
has added Ralph 
E. Yoder,-Jr.,, 
Portland, Ore., to 
its staff, accord- 
ing to R. T. Ti- 
tus, director of 
trade extension. 

A 19388 fores- 
try graduate of 
Iowa State Col- 


Ralph E. Yoder, Jr. 
lege, where he majored in wood utili- 
zation, Mr. Yoder has had experience 
as logger, sawmill worker, and lum- 


ber buyer. Stationed in the Seattle 
headquarters of the association, Mr. 
Yoder is presently handling the 
WCLA Home Planners Institute na- 
tionwide program of popular educa- 
tion on postwar home building, in co- 
operation with retail lumber groups. 
He is scheduled for future lumber 
trade extension field work throughout 
the Pacific Northwest, where normally 
20 percent of West Coast lumber pro- 
duction is marketed. 


Northeastern Wood Utilization 
Council Will Meet 


The Northeastern Wood Utilization 
Council will hold its regular quarterly 
meeting at the Hotel Manger, Boston, 
Mass., on Dec. 14. Main topic of dis- 
cussion will be the use of forest prod- 
ucts for building and housing. Field 
Director Robert S. Aries says that 
besides lumber and improved woods, 
such as impregnated and compreg- 
nated woods, the production and use 
of plywood and laminated wood from 
low-grade species will be taken up. 
There will be reports on the use of 
pulp and plastics for postwar hous- 
ing and the competitive position of 
forest products with respect to 
metals, ceramics, and glass. Prefab- 
ricated and pre-engineered units and 
their possible significance will also be 
considered. 


Montgomery Lumbermen's Club 


The Montgomery Lumbermen’s Club 
met Oct. 23 at the Jefferson Davis 
Hotel, Montgomery, Ala. President 
S. A. Douglas presided, and Vesuvius 
Lumber Co., Montgomery, was added 
to the list of active members. 

Railroads were voted in as associ- 
ate members and the following have 
joined: Louisville & Nashville; West- 
ern of Alabama; Central of Georgia; 
Gulf, Mobile & Ohio; Atlantic Coast 
Line, and Southern. 
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“They Dont Build a 
‘ Better Rig : a 


N wholesale-retail lumber operations 

there's © definite swing to Ross 
Carriers and Lift-Trucks. Speed, and sav- 
ings in space and handling effort have 
become — and will continue to be — all 
important in these yards from now On. 

The great economies of Ross Carriers 
make them indispensable in the modern 
lumber business. In the average yard, 
space is at 4 premium — so the Ross Lift- 
Truck offers owners more profitable use 
of the “third dimension” for tiered storing. 

In addition, this versatile machine pro- 
vides a mobile, effortless and low-cost 
method of loading trucks for delivery: 
Ross Lift-Trucks are made in 6 models. 

MODEL 12-HTO 


ROSS LIFT-TRUCK 
WITH OFFSET FORKS. 


3 N 
dU NN CARRIER 
COMPANY 


wor, Michigan 
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National Lumber Retailers 
Authorize Promotion Effort 


With emphasis on the dealers’ post- 
war job of helping marshal the forces 
of the building industry, Leonard 
Lampert, Jr., President of the Na- 
tional Retail Lumber Dealers Associa- 
tion, developed a four-point program 
before six hundred lumber dealers 
assembled in Akron, Ohio October 27. 

Prefacing his remarks with a refer- 
ence to the expected early peace in 
Europe, Mr. Lampert said: 

“We believe all WPB regulations 
(except military priorities), together 
with L-41, should be lifted imme- 
diately. Any ‘spoon feeding’ or delay 
in relaxing regulations will cause in- 
convenience and delay post-war con- 
struction.” 

“If price controls are to have dealer 
acceptance and compliance,” the 
NRLDA President pointed out, “they 
must regulate against inflation, but 
must not regulate profits as such. 
Price ceilings never were intended to 
control profits.” 

Within the lumber dealer industry, 
literature and methods are being de- 
veloped for the retraining and rehiring 
of personnel to man the lumber and 
building material yards, so that the 
public will be adequately served. 

The entire program of the National 


Quartet of directors at 
annual, left to right, 
Spencer D. Baldwin, Jer- 
soy City, NM. J: LL. P. 
Lewin, Cincinnati, Ohio; 
W. W. Anderson, Ogden, 
Utah; Alton J. Hager, 
Lansing, Mich. 


Retail Lumber Dealers Association is 
directed toward making the dealer a 
prime source of information so that 
the prospective home builders can find 
a dealer in every community who can 
answer the problems of home and 
farm building, as well as supply ma- 
terials and furnish contacts with 
financial sources, architects, builders, 
contractors, and all the elements that 
go into the building of a home. 

The job in financing post-war home 
construction is not only to create mar- 
kets, but to sustain and prolong build- 
ing, Frederick A. Babcock, former 
Assistant Administrator of FHA em- 
phasized in addressing the meeting. 

“Easy financing is far from a com- 
plete answer,” Mr. Babcock said. 
“There will be little need for stimulat- 
ing home building in the post-war 
period, but a complete and sound finan- 
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A THOROUGH UNDERSTANDING 
OF A PRODUCT HELPS SELL IT-- 


The wise dealer gets to know how to explain 
the advantages of his lines — how to use the 
material he sells. 


For clear understanding of the advantages 
and uses of ABESTO COLD PROCESS MA- 
TERIALS write for our literature and free 
specification sheets. 


THEN WATCH YOUR PROFITS IN ROOFING SALES GROW! 
ABESTO FOR COLD PROCESS ROOF CONSTRUCTION AND MAIN- 


Abesto Manufacturing Co., 


Michigan City, 
Indiana 








PRODUCER 


CAR and CARGO 


S and SHIPPERS 


WHOLESALE ONLY 


Large and Long Timbers - Fir Piling up to 150 ft. 


ATRICK LUMBER CO. 


Terminal Sales Building, Portland, Oregon 
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cial program will be necessary. Com- 
petition will be keen. Finance com- 
panies, manufacturers, local banks, 
building and loans, and a host of 
others will be competing for this 
business.” 

In Mr. Babcock’s opinion, repair 
financing is personal character lending 
and should be distinctly local. 

Regulation “W” of the Federal Re- 
serve Board should be rescinded now, 
Mr. Babcock 
averred, for it is at 
best a crude form 
of rationing and 
hits different peo- 
ple in different 
ways, serving lit- 
tle toward pre- 
venting inflation. 

FHA home 
financing guaran- 
tees should be re- 
vitalized and made 
more effective. 
Title VI features 
under which war 
housing is built 
should not be 
added to Title II. 
FHA terms should 
treat new and existing construction 
equally and raise the upper limits on 
loans to 90 percent loans on $7,500 
houses. 

“More than 50 percent of our pro- 
duction is for war purposes,” said 
Peter A. Stone. “We are still at war 
and while government control of this 
business has no place in a peace-time 
economy, we will need some controls 
during the period when 50 percent of 
the manufacturers are converting to 
produce peacetime products and six or 
seven million men will be put back to 
work from the armed forces.” 

OPA’s job will be harder in the 
reconversion period than in the pres- 
ent period, he averred. When WPB 
controls go out with VE Day, price 
will once m@re assume its peace- 
time function as a regulatory control 
and in addition act to prevent inflation. 

OPA is operating under laws that 
expire June 30, 1945, but in Mr. 
Stone’s opinion the period between 
the end of the war and the establish- 
ment of normal peacetime supply wil! 
be the most critical period we have 
yet experienced as far as_ possible 
price fluctuations are concerned. 

“Taxpaying business of all kinds 


S. Lamar Forrest 
Elected president 
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Plywood leads in post-war plans 
5 WELDWOOD leads in plywood 





Post-war building plans are no longer visions 
in the dim and distant future. 


Today plans can be made . . . are being made 


It will be a fast-moving, profitable material to 
handle . . . in the lumberyard and on the job. 


And when you sell Weldwood, you're supply- 





... for action... soon. 


The advantages of dri-wall construction .. . 
decorative superiority . . . economy . . . dura- 
bility ... make plywood a leader in those plans. 


And among plywoods . . . Weldwood leads. 
When restrictions are lifted . . . and new build- 
ing begins . .. Weldwood will hold a leading 


place in public favor. 





Plastics and Wood Welded for Good 


Waterproof Weldwood, so marked, is bonded with 
bhenol formaldehyde synthetic resin. Other types o 

water-resistant Weldwood are manufactured wit 

extended urea resins and other approved bonding 
agents. Back of these Weldwood Products are un- 
matched facilities and experience in Plywood pro- 
duction and fabrication. Available also are the 
services of qualified engineers, chemists and wood 
technologists. 


ing your customers with the best in what they 
want. 


It isn’t necessary to carry large stocks of Weld- 
wood in your yard. Our warehouses, conve- 
niently located from coast to coast, provide 
prompt service. Certain decorative woods are 
available right now. 


Inquiries are coming in every day, and are being 
turned over to Weldwood dealers for follow- 
up. Why not cash in on the profitable trend 
to Weldwood? 


Write for complete information. 


THE MENGEL FLUSH DOOR combines strength 
with enduring beauty in your home. 


WELDWOOD Plywood 


Weldwood Plywood and Plywood Products are manufactured and marketed by 
UNITED STATES PLYWOOD CORPORATION THE MENGEL COMPANY 
New York, N. Y. Louisville, Ky. 
Distributing units in Boston, Brooklyn, Chicago, Cincinnati, Cleveland, Detroit, High Point, Los Angeles, 
Newark, New York, Oakland, Philadelphia, Rochester, San Francisco, Seattle. Also U.S.-Mengel Plywoods, Inc., 
distributing units at Atlanta, Jacksonville, Louisville, New Orleans. Send inquities to nearest point. 


AMERICAN LUMBERMAN, November 11, 1944 73 


- 





is being hurt and handicapped, and at 
the same time, the national revenues 
are being seriously depleted by the 
streamlined growth of federal tax 
exempt competitors,” the National 
Retail Lumber Dealers Association 
was told by H. Vernon Scott, Vice 
President of the National Tax Equal- 
ity Association of Chicago. 

“Chief beneficiaries of federal tax 
exemption are cooperative associations 
and government-owned businesses,” 
the speaker explained. While other 
business is paying up to 80 percent 
of its earnings in federal income and 
excess profits taxes, the cooperatives 
and government projects have no re- 


sponsibility toward paying any share 
of the cost of the war or the expenses 
of Government itself. 

Don A. Campbell, Deputy Chief, 
Marketing Control Branch, Lumber 
and Lumber Products Division, War 
Production Board, placed lack of tires 
as the major element now holding up 
production of lumber. Tires available 
to the logging industry equal only 56 
percent of the need, and the situation 
is growing worse rather than better, 
he stated. 

Mr. Campbell told of the plan to 
remove nearly all “L” and “M” orders 


on VE Day, and providing for essen-- 


tial military, requirements to be ob- 
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In your hands, Mr. Dealer, are nearly all of today’s saleable stocks of lumber. 
Most of ours and the stocks of all other large mills are mobilized for war. 
As you wonder when your dwindling stocks can be replaced, is the opportune 
time to ponder what kind of lumber will replace your stock when it again 
can be replenished. Presented here is a preview of the Streamlined Lumber 
Of Tomorrow and the twelve money-in-your-pocket advantages it will bring. 


1. End-Lokt lumber forms solid, continuous 
floor, sub-floor, wall or deck surfaces because 
ends as well as sides interlock. 


2. End-Lokt lumber eliminates close end nail- 
ing and consequent splitting and lessened 
nail holding strength. 


3. End-Lokt lumber eliminates chatter re- 
sulting from one plain butted end joint falling 
over another. 


4. End-Lokt joints can fall where they may, 
i.e., they need not break over a joist or stud 
bearing. This saves sawing, nails and nailing 
necessary to make two ends of plain end lum- 
ber butt over joists, studs or rafters. 


5. End-Lokt joints falling between stud or 
joist bearing are as firm and practically as 
strong as if the piece fully spanned the stud 
or joist bearing points. 


6. End-Lokt lumber saves the extra cost and 
waste involved in diagonal sheathing, sub- 
flooring and roof decking. Ends need not 
sawed except at windows, doors and the end of 
the run. Any piece sawed off at these points 
can be used as the starter for the next run. 


fr Trade-Marked — 
SOUTHERN PINE « SOUTHERN HARDWOODS « PONDEROSA 
WEST COAST WOODS « 





PINE « 





7. The cutting, handling and nailing costs 
saved by End-Lokt lumber brings the extra 
strength, continuous surface advantages of all 
diagonal sheathing at little or no extra cost. 
8. Equal savings and advantages are gained 
in the use of End-Lokt drop siding, ceiling 
and porch lining lumber. 

9. End-Lokt, the lumber of tomorrow, makes 
possible greater recovery of better grades. This 
elimination of waste to a great extent offsets 
the extra cost of extra milling. Thus, End-Lokt 
milling operates as an economic factor in the 
supplying of plus value lumber at no premium 
in price. Especially is this true when the 
saving in labor costs it effects are taken into 
consideration. 

10. Bundled in shorter lengths, End-Lokt 
lumber is handled easier and more speedily 
by one man on the job. 

11. Bundled End-Lokt lumber gains freight 
advantage in shipping and “‘yards’’ in less 
space with less handling. 

12. Bundled End-Lokt lumber simplifies the 
inventory by reducing the necessity of carry- 
ing large assortments. 


Grade-Marked 






OAK FLOORING 


EXCHANGE SaWMILLS SaLes Co. 


4111 R.A. LONG BUILDING 
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tained by high priority ratings 
The myth of a million homes a year 


was exploded by Mr. Campbell’s state- 


ment that the most optimistic estimate 
he could make would be 400,000 homes 
for 1945, and that home building 
might drop as low as 200,000 homes. 

Speaking of the rumors of rehabili- 
tation in Europe, J. Philip Boyd, Di- 
rector of Lumber and Lumber Prod- 
ucts Division, War Production Board, 
told the meeting that “whatever you 
hear about rehabilitation is not true.” 

“While it was expected that French 
forests might have been destroyed by 
the Germans, it has now been discov- 
ered that these forests are virtually 
intact,” explained Mr. Boyd. “Germany 
has cut, on a sustained yield basis, 
more lumber than Canada. If anyone 


can determine how much destruction 
of forests will be found in Germany 
“and can tell what Germany has_used 


up in the way of wood, and can accu- 
rately state whether Russia will be a 
lumber export or import nation, then 
it might be possible to determine how 
much lumber might be used in rehabil- 
jtation of Europe.” 

At the present time Lend-Lease has 
been cut to a residual position. No 
soft lumber is being exported except 


plywood and Port Orford cedar for 


battery separators. Only 14 percent 
of the lumber received in Great Britain 
is from this country, for example. 

No one knows exactly how much 
lumber will be required by the Asiatic 
war. It has been estimated that 35 
to 40 percent of lumber production will 
be needed. 

Elected on the final day of the meet- 
ing, October 28, were the following 

President—S. L. Forrest, Forrest 
Lumber Company, Lubbock, Texas; 

Vice President—Norman P. Mason, 
Wm. P. Proctor Co., North Chelms- 
ford, Mass.; 

Treasurer—G. W. La Pointe, Jr., 
O & N Lumber Company, Menomonie, 

Secretary—H. R. Northup, Wash- 
ington, D. C. 


Promotional Program 


The Board of Directors also elected 
to adopt a promotional program con- 
sisting of the Home Planners’ Insti- 
tute which originated at Portland, 
Oregon, spreading to some 55 cities, 
and which program is designed to 
prepare material for dealer and build- 
ing industry use in aiding prospective 
homeowners to better understand the 
materials and services which go into 
their homes; in the dealer aid portion 
of the program it was voted to pro- 
mote the re-establishment of HOME 
Magazine provided dealer «interest 
was evidenced by the securing of five 
hundred thousand subscriptions; fur- 
ther mechanical aid to, dealer advertis- 
ing and promotion was adopted in the 
form of a “cut” and mat service 
designed for dealer use in local news- 
papers, the object of which would be 
to allow dealers to select prepared ads 
or prepared illustrations particularly 
applicable to the lumber dealer field. 
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Give your customers 












































THE BEST IN THE HOUSE! 


= costs you no more to give your customers the most 
for their building dollar. And that’s what makes life- 
long friends for your business. 

When you handle Flintkote Decorative Insulation 
Board Products, you’re selling more than just first-class 
building material. 

You’re selling comfort and beauty for your customers’ 
homes... faster construction ... lower labor costs. 

You’re selling economy ... a bargain no customer can 
resist. 

From a playroom in the basement to an extra bedroom 
in the attic... repair or remodeling is easy and fast 
with Flintkote Insulation Tile and Plank. 

And they’re ideal for new building. They give your 


customer the premium service of insulation, together 


Flintkote Insulation Board Products 
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with structural superiority and decorative beauty. 

That’s also a bargain no customer can resist. 

Made from selected materials in a huge plant at Merid- 
ian, Miss....devoted solely to their manufacture... 
Flintkote Insulation Board Products are available now, 
and will be available in any quantities you desire when 
the post-war building rush begins. 

Be sure you get your share of the big post-war business 
that’s going to be done in Flintkote Insulation Board 
Products. Write for complete information. 


THE FLINTKOTE COMPANY 


30 Rockefeller Plaza 
New York 20, N. Y. 


Atlanta e Boston e Chicago Heights 
Detroit e East Rutherford e Los Angeles 
New Orleans e Waco e Washington 


BUILDING 
MATERIALS 
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New Corporation 
to Promote Housing 


Formation of Precision-Built Homes 
Corp., was announced recently by F. 
Vaux Wilson, Jr., president, who is 
also vice president of Homasote Co. 
Griffith S. Clark and George L. Apple, 
Jr. are vice presidents of the new 
company, E. L. Simmons, treasurer 
and John A. Heinrich, secretary. J. 
F. Barrett is chairman of the board. 
The authorized capital is $1,000,000. 

Financed largely by contractors, 
dealers in building supplies and others 
engaged in various branches of the 
housing industry in all parts of the 
United States, the new company’s 


functions will be to merchandise 
houses directly, to license constructor- 
builders and to engage in research, 
servicing and mass purchasing. 
Stockholders include Mr. Wilson 
and Homasote Company, Trenton, N. 
J.; Barrett & Hilp, San Francisco; 
Prefabricated Products Company, 
Seattle; E. L. Simmons, Decatur; R. 
W. Kuhne, Rantoul; Sidney F. Dwyer, 
Milwaukee; Armor Products, Inc. and 
Erich Loeb of New York City; Wool- 
sey & Cadwallader, Pennington, N. J. 
and employes of the new company. 
Precision-Built Homes Corp. will 
merchandise houses in three ways: 1. 
—Through department and furniture 
stores such as R. H. Macy & Co., New 











With a Fridén Fully Automatic Calculator, the machine...not the 
operator, does the work. For example when dividing, FRIDEN 
COMPLETELY AUTOMATIC CARRIAGE TABULATION with 
dividend entry...at the touch of ONE KEY... automatically 
clears the dials...tabulates the carriage to the selected divid- 
ing position...enters the dividend from the keyboard to the 
dials...prevents the entry of the ONE in the quotient dials 
and clears the keyboard for the entry of the divisor. FRIDEN 
FULLY AUTOMATIC DUAL DIVISION then permits the oper- 


Fully Automatic Carriage 
Tabulation and Automatic 
Dual Division..... jus: two of 


many exclusive Fridén Features 





ator at the touch of a key to automatically obtain positive or 
negative quotients.,.and at the completion of the division, the 
keyboard automatically clears; preparing the machine for any 


subsequent calculations. 


Telephone or write your local Fridén Representative for com- 
plete information and the availability of these Calculators, when Service is 
applications for delivery have been approved by the W. P.B. 


Fridén Mechanical and Instructional 





ilable in app ry 
250 Company Controlled Sales Agen- 
cies throughout the U. S. and Canada. 


FRIDEN CALCULATING MACHINE CoO.,INC. 


HOME OFFICE AND PLANT « SAN LEANDRO, CALIFORNIA, U.S. A. » SALES AND. SERVICE THROUGHOUT THE WORLD 
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York; L. Bamberger & Co., Newark; 
Jordan, Marsh & Co., Boston; Barker 
Brothers, Los Angeles; Lit Brothers, 
Philadelphia; Kaufman’s, Pittsburgh; 
Frederick & Nelson, Seattle.: 2.—To 
operative builders, lumber dealers, 
contractors, realtors, insurance com- 
panies, lending institutions, prefabri- 
cators, and industrial companies for 
employes. 3.—Through the export 
market. 

Explaining the new organization, 
Mr. Wilson said that the licensed con- 
structor-builders will set up fabricat- 
ing plants in the major centers to 
service department and _ furniture 
store customers as well as others. 
These fabricating plants will normally 
operate in a 75 mile radius. 


Sulvage Lumber 


Address Salvage Editor, American 
Lumberman, 139 No. Clark St., Chicago 
2, for further information about these 
items. Please mention item number. 


Available 
328. 


Have a large quantity of hardwood 
slats (beech, birch, soft and hard 
maple and some cherry) S2S to % 
inch, in following sizes 12% x 2% 
and 3%; 138% x 3% and 2%; 
18% x 2%. Most slats have % inch 
saw cut on one face 1% inches from 
each end. Also available a quantity 
of 4/4 hardwood in six foot and longer 
lengths and six inch and wider widths. 
All .kiln dried. Aldenville, Pa. 


329. 


Can furnish 25 to 30 tons of kiln 
dried B&Btr. fir cut-off stock from 
truck body material. Material S48 to 
2% x 5 inches in lengths from 12 to 
72 inches. Cincinnati, Ohio. 


330. 


Have available 200,000 discs 5% 
inches in diameter of % inch short 
leaf pine, gum, poplar, and other soft 
hardwoods. Will bore holes if de- 
sired. Also wheels in other sizes. 
Kansas City, Mo. 


Wanted 
331. 


Need 2% x 2% inch squares or 
2% x 2% inch squares, or 10/4 stock 
in random widths and lengths, six 
inches and longer. Should be gum, 


poplar, magnolia, sycamore, beech, 
birch or maple. Chicago. 
332. 


Need dry hardwood cut-offs in fol- 
lowing sizes 1 x 6, 14 inches; 1x8, 8 
inches; 1x10 in 22 and 24 inch lengths. 
This can be rough or S2S to % inch. 
Finish must cover with paint accept- 
ably. Chicago. 


333. 


Need considerable quantity 2% x 
2% x 10 inches and longer (net size) 
stock in birch or maple. Chicago. 
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Review of Production, 
Shipments and Orders 


While the demand for lumber con- 
tinues to exceed supply, the controls 
imposed by L-335 have assured the 
filling of military and important civil- 
ian needs, according to the 53rd quar- 
terly report of the Lumber Survey 
Committee. Labor and equipment 
shortages continue to be the principal 
obstacles to increased production. 

Production of lumber during the 
second quarter, while nearly 15 per- 
cent above the preceding quarter, was 
more than 6 percent lower than in the 
same period of last year. Consump- 
tion during the quarter was approxi- 
mately 7 percent greater than pro- 
duction. 

Inability to obtain heavy-duty truck 
tires constitutes a growing threat to 
lumber production. The high priority 
rating given the industry has not 
solved this problem, because of the 
over-all shortage of heavy-duty tires, 
but it is expected to give some relief. 

The only outstanding change in 
Table No. 2 reflects a tightening of 
Southern pine supply as of October 
28. For some time now this item has 
been listed in the plus stock column 
However, production has dropped re- 
cently. Unfilled orders now exceed 
gross stocks, and Southern pine is 
back in the minus stocks column for 
the time being. 

With attention turning to problems 
of reconversion as the European war 
enters what appears to be its final 
stage, the lumber industry is in a 
better-than-average position for re- 
turning to peacetime production. 
There will be little physical reconver- 
sion and demand for lumber should 
continue strong. 

Although the lumber control order 
L-335 may be modified after the close 
of the European war, complete revo- 
cation before the defeat of Japan is 
unlikely. Military cutbacks and needs 
of U. S. lumber for foreign rehabili- 
tation will determine the amount of 
lumber available for civilian use. To 
what extent the industry will be able 
to meet all demands will depend upon 
the availability of equipment and 
manpower. 


Supply and Demand in 
The Market Centers 


KANSAS CITY: Box manufactur- 
ing concerns are demanding lumber, 
particularly one-inch boards in all 
grades, but the supply isn’t sufficient 
to meet their needs. Government de- 
mand is not as heavy as it was a few 
months back, but the CPA is still buy- 
ing a lot and its orders are going to 
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Table No. 1 — Lumber Production, Shipments and Orders for the 


Two-Week Period Ended October 28, 1944 


SOFTWOODS 


Southern Pine 
West Coast 


Western Pine 
Cal. Redwood 
So. Cypress 


Northern Pine 
No. Hemlock 


HARDWOODS 


Southern 
Northern 

Oak Hooring 
Maple Flooring 


SOFTWOODS 


Southern Pine 
West Coast 
Western Pine 
Cal. Redwood 
So. Cypress 
Northern Pine 
No. Hemlock 


HARDWOODS 


Southern 
Northern 
Oak Flooring 


Maple Flooring 


35, 687 
198,439 
166, 163 

21,448 

972 
2,685 
1,607 


17, 959 


9,138 
1,214 


37,139 
185,971 
149,747 

19,457 

277 
1,620 
1,106 


14, 282 


9,775 
1,535 


389 
352,189 


866,798 


19,419 
45,705 
8,725 


149,491 


14,561 
175 
437 


36,037 
172, 787 
123,121 
«4,177 
1,289 
2,329 
972 


15, 250 
1,214 


8,230 
1,113 





Table No. 2 — Plus Stocks and Minus Stocks at the Mills as of 
October 28, 1944 











NATIONALLY ADVERTISED 
AROMATIC RED CEDAR 


CLOSET LINING LUMBER 


Packaged and Sealed 


GUARANTEED 
90% Red Heart 
or Better 










Our production 
is drastically curtail- 
ed by reason of problems 
related to the war effort, but we 
are doing our level best to partially 
fill demands; at the same time planning 
for that day when we can again serve our 
customers with enough—on time. 





PRODUCT OF 


GEo. C. BROWN & Co. 


GREENSBORO, NORTH CAROLINA 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 


Cuapman & Dewey 
LUMBER CO. 


Memphis, Tenn. 


Manufacturers of “C & D” Brand 


OAK FLOORING 


and 


HARDWOOD LUMBER 


From 


FAMOUS ST. FRANCIS BASIN 
Ww 


ae OCS 








the big mills. This has resulted in a 
rather strange situation, with the big 
mills forced to allocate nearly all of 
their output to government needs de- 
spite the overall reduction of those 
needs. . . Many retailers were able to 
accumulate some stocks following the 
L-335 August 1 order, but since have 
done a good volume and have reduced 
their holdings. Stocks are badly 
broken and mills cannot ship a great 
deal to retailers. There are no sur- 
plus items and all grades are hard to 
obtain. 

MINNEAPOLIS: War plant con- 
struction has again become a major 
factor in this area with shell and 
powder plants going up as fast as la- 
bor can be obtained for their con- 
struction. The demand in this case 
is for good grade lumber. In addi- 
tion, there is a fair volume of resi- 
dential remodeling to provide addi- 
tional housing facilities. A fair vol- 
ume of lumber is moving under AA-2 
ratings, but most civilians are still 
receiving very meagre supplies... A 
feeling that wartime conditions may 
not prevail too much longer is evi- 
denced in more consideration shown 
to dealers by manufacturers. Low 
grade stuff is easier to get and there 
has been some improvement in the 
supply of Northern pine. 

SAN FRANCISCO: General con- 
sumer demand at retail yards is in 
the doldrums, but the FHA defense 
housing field, within WPB limitations, 
offers a good outlet for Ponderosa 
pine and redwood. Industrial demand 
for Douglas fir continues good. 
Supplies at wholesale yards are show- 
ing signs of easing up. Flooring is 
still tight and boards are hard to get, 
but dimensions are more available, as 
are redwood and Ponderosa pine. 

TACOMA: There is good demand 
for virtually all grades of building 
lumber. A number of residential units 
are going up in an effort to help alle- 
viate the housing shortage, and a 
Naval advance base is being built to 
expedite shipment of supplies to the 
South Pacific theater. . . Supply is far 
short of demand and the mills are 
able to do little to meet the situation. 
Of course, they are supplying lumber 
to the holders of top priority ratings. 

BOSTON: Wholesalers and retail- 
ers in this district report that pres- 
ent lumber supplies are 75 percent 
below normal. There is a heavy de- 
mand for most types, but practically 
no lumber from the producing areas 
of the South or the West is finding 
its way here. A small amount of 
spruce, pine and hemlock lumber pro- 
duced from New England timber is 
coming through for civilian use, but 
the Government is taking the biggest 
share of local production. 

MEMPHIS: Demand continues far 
in excess of supply with the greatest 
deficiency in pine. Up until last week 
large stocks of hardwoods of various 
grades were available to retail deal- 
ers, but this situation is expected to 
change because the Government has 
announced that it will require increas- 
ing quantities of hardwoods for war 


purposes. Buyers have been discrim- 
inating for several weeks, demanding 
dry hardwoods, but will probably be 
less particular as the Government’s 
buying campaign gets under way... 
The CPA in Memphis continues to 
take an average of about a million 
feet per day. 

NORFOLK: Box manufacturers are 
using lumber right along but do not 
seem to be quite so desperate as they 
were some months back. Government 
orders are falling off and the same is 
true of orders from government con- 
tractors. The demand for shortleaf 
pine and other woods has been grad- 
ually declining from week to week... 
The stocks on hand at the retail yards 
are very low. Some lumber is being 
sold under permits in accordance with 
L-335, but dealers are having diffi- 
culty replenishing this stock. 


Western Pines. 


Following delivered prices, based on 
past sales, were reported to the West- 
ern Pine Association by members dur- 
ing the month of October, 1944. Both 
direct and wholesale sales are included 
and are based on specified items only. 
Two districts are given, one being the 
State of Illinois, outside of the Chicago 
metropolitan district, and the other the 
State of Pennsylvania. Quotations fol- 


low: 

ILLINOIS 
PONDEROSA PINE 
Selects S2 or 4S— 


1x8” 5/4RW 6/4RW 

C Select RL...$79.38 $83.72 $84.25 

D Select RL... 66.42 69.82 70.25 
Shop S2S— 

No. 1 No. 2 
as eaten ato cies ealwlerstone $57.30 $52.7 
a an rn ar ee 57.00 52.50 

Commons S82 or 4S— 

No. 2 No. 3 
BM, SNE 6. pi atis wade eee ap 20 $48.19 
BEE UES in cemacewenen 4.42 48.26 

No. 4 Com. 4/4 S2 or 4S Rwer. .- $39.46 


IDAHO WHITE PINE 
Commons S82 or 4S— 
Colonial Tests —* 
No. 1 0. 2 No. 3 


1x8” RL...... $59.35 $51.25 
1x12” RL ..... 64.75 51.25 
SUGAR PINE 
Shop S2S— 
No. 1 No. 2 No. 3 
ee $63.00 $56.00 $48.00 


LARCH-DOUGLAS FIR 
— Grain Flg. C&Btr. 


No. 1 Dimension 2x4-16’........ 50.55 
PENNSYLVANIA 


PONDEROSA PINE 
Selects S2 or 4S— 


1x8” 5/4RW 


C Select RL. ..$81.27 $85.02 $84.65 
D Select RL... 67.50 71.18 71.30 
Shop S2S— 

No. 1 No. 2 

DON awa uw bade one abe alee $60.21 $55.54 
A Sere See he een pipe 61.00 56.00 
Commons S82 or 4S— 

No. 2 No. 3 
gi ees igs $50.44 
BOE SEE -s:0's'4.4-0 00-406 2) 50.18 

No. 4 Com. 4/4 S2 or 4S RWEL...$10:62 


IDAHO WHITE PINE 
Selects S2 or 4S— 


; 1x8”  6/4RW 
J a) et $85.50. use 
Guatity (2) Bks. .cdcece 68.00 


Commons S82 or 4S— : 
oat Oe Sherine iene. 
No 


> ot es $65.00 $61, do $52. é9 

RG ees << aid ses 92.17 66.03 52.19 
4/4 Utility No. 4 S2 or 4S— 

PEE ph aies 4:00 6 oo eee aeloum rae $44.00 


SUGAR PINE 
Shop 82S 


No. 1 No. 2 No. 3 
0 a oe $75.50 $63.50 $51.50 
LARCH-DOUGLAS FIR 
Vertical Grain Flg. C&Btr. 
rn SA Mine: cc beattiibre ott Ole: Savane Paid-s a $65.82 
No. 1: Dimension 2x4—16’ ...... 52.75 
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No. 3 
548.00 


564.00 
50.55 
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4RW 
584.65 
71.30 
No. 2 
555.54 
56.00 


No. 3 
50.44 


40.62 








A Postwar Message 
to Dealers 





When you restock your yard consider 
these Rosboro advantages as your 
source of supply: 






1h 1. Finest quality Douglas Fir lumber. 
B. 2. Latest and most modern mill equipment. ae 
b 3. Long-time timber supply. od 
&, Ample kiln facilities for drying green : 
from the saw will enable Rosboro to be 
make immediate shipments as soon 4 
y as restrictions are relaxed. 
Rosboro Lumber Co. 
Springfield, Oregon e 
Ve : 
IT es , 
; : 7 -¢ ' } 
. Ng be. | 
~ Ete «8 - 
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(eo.J.Silhernagel- 


WHOLESALE DISTRIBUTOR 


West Coast Lumber 


and 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


@ LUMBER 

@ MILLWORK 
@ MOULDINGS 
@ BOX SHOOK 


¢0.J.Silbernagel 


GENERAL OFFICE 
8 S. Michigan Ave., Chicago, Ill. 


WEST COAST OFFICE 
Pacific Bldg.. Portland, Oregon 


-_>.. «*. * «=e 
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LONGER HANDLES! 
: PERFECTLY BALANCED 
: : Shaped to Fit the Hand 


_ Instantly Replaceable 
: DOUBLE-EDGE 

| SUPER-KEEN BLADES 
No screw driver or tool 
needed to replace the 
high quality blades — 
just push in new blades, 
and out come the old 
| ones. Stock genuine 
' RED DEVIL BLADES for 
replacements. 





LANDON P. SMITH, Inc. 
IRVINGTON, N. J., U.S.A. 





Here is a brand of flooring you can 
build business on. For satisfied cus- 
tomers, stock and sell “Diamond 
Hard” Maple and Birch flooring. 


J.W. WELLS 


LUNBER COMPANY 


MANUFACTURER 


MENOMINEE, M ICHIGAN 
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Pack River Lumber Co., Sandpoint, Idaho 


Builds Lumber Business 
Since 1940 


The lumber industry is not yet 
stripped of opportunity. All the fron- 
tiers have not been crossed and con- 
quered. The fact has new proof in 
the experience of J. M. Brown, Jr., 
Sandpoint, Ida., whose lumber opera- 
tions have grown rapidly from an 
humble beginning as late as 1940. 

It was in that year that he started 
in business for himself at Sandpoint 
after having received experience in 
lumber manufacture as an employe of 
Long Lake Lumber Co., following his 
college course. Purchasing a small 
sawmill he cut deadhead logs salvaged 
from Lake Pend Oreille. In 1941 he 
purchased the :H. E. Brown (no rela- 
tion) Timber @o., plant at Sandpoint. 
This was a single band sawmill plant. 
Later the same year he bought the 
plant and millsite of the former A. C. 
White Lumber Co., Dover, Ida., about 
three miles from Sandpoint. Here he 
rehabilitated the dry kilns and planing 
mill to complete his Sandpoint opera- 
tions. To supply this operation he is 
now logging Forest Service timber, 
State timber and privately owned tim- 
ber. At present about half of the log- 
ging is contracted and half done by 
the company. 

In the winter of 1942 Mr. Brown 
moved his original circular sawmill to 
Thompson Falls, Mont., and that oper- 
ation is incorporated as the Thompson 
Falls, Lumber Co., Inc. This plant has 
a daily capacity of 30,000 feet and 
much of the timber comes from the 
Forest Service along with some owned 
by the company. 

The Sandpoint operation, which cuts 
50,000 feet per day, was incorporated 
April 1, 1941, under the name Pack 
River Lumber Co. The latest. acquisi- 
tion of the Pack River company is an 
option on 60,000 acres of -timber land 
in Bonner and Boundary counties. This 
company is operating in the white pine 
belt of the “Panhandle” of northern 


Idaho. The timber is Idaho white pine, 
Ponderosa pine, Engelmann _ spruce 
and red cedar. 

Headquarters and sales offices for 
both plants are at Sandpoint. 

J. M. Brown, Jr., comes from a lum- 
ber family. His father, J. M. Brown, 
is president of the Long Lake Lumber 
Co. and is well known in lumber circles 
throughout the country. He is a past 
president of the Western Pine Asso- 
ciation and former Snark of the Uni- 
verse in Hoo-Hoo. His uncle, D. E. 
Brown, is manager of the Long Lake 
Lumber Co. and active in lumber 
circles of the Inland Empire. 


New Farm Building 
Institute Meets 

The New Jersey College of Agricul- 
ture at Rutgers University, New 
Brunswick, N. J. was the site of the 
first meeting of the National Ad- 
visory Council of the Rutgers Farm 
Building Institute. The program, de- 
signed to assemble more definite data 
concerning farm construction, was 
made possible by a grant from the 
John B. Pierce Foundation of New 
York. 

Agricultural engineers and educa- 
tors from many sections east of the 
Rockies were grouped in four prin- 
cipal sub-committees: dairy, poultry, 
agricultural, engineering and animal 
husbandry. The sessions were of a 
week’s duration and were climaxed. by 
a report from each of the groups. 
All of the sub-committees agreed that 
there was need for fundamental re- 
search in the temperature, humidity 
and ventilation of farm buildings as 
they affect the production and health 
of domestic animals and poultry. 

In closing the conference, Dr. W. H. 
Martin, dean and director of the N. J. 
College of Agriculture, emphasized 
that the institute did not expect con- 
crete results until the sub-committees 
had had an opportunity for consider- 
able further work. The institute will 
meet again before the first of the 
year, it was announced. 
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ALL OVER the LAND 


All that stands between you and a long period of build- 
ing prosperity is VICTORY—for Victory will bring de- 
mobilization to many of our fighters—release building ma- 
terials—and give workers freedom to spend accumulated 
savings on homes of their own. 

Most experts agree that it will take years to satisfy the 
pent-up demand for new homes and repairs. 

We ardently hope that the day is not far distant when we 
can again furnish you with lumber on an unrestricted 
basis. 
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Insulating Instruction 
Book 11114 
A new booklet “Instructions for In- 
sulating Your Home,” containing com- 
plete details for the home owner wish- 
ing to do the job himself has been 
published by the Kimberly-Clark 
Corp. How to estimate size and quan- 
tity, how to measure and cut, instal- 
lation hints and other points are cov- 
ered in this illustrated booklet. For a 
copy, check No. 11114. 


Advertising Aids 11116 
Just released by Continental Steel 
Corp. is a new book “New Horizons 
for Dealers Who Serve the Country 
Trade.” Samples of new mailings for 
building improvements, a“farm and 
livestock record book, new and prac- 
tical plans for modern farm buildings, 
samples of store displays, folders, 
booklets, outside store signs, circu- 
lars, scratch pads, hand bills and 
newspaper mats—all with space for 
dealer imprint, are included in the 
continental program. For further in- 
formation check number 11116. 





Decals for Fire 
Extinguishers 11112 


A set of three decalcomanias for first- 
aid fire extinguishers has been made 
up by Walter Kidde & Co., Inc. They 
indicate briefly and clearly the fires 
for which the particular unit is suit- 
able and those on which it should not 
be used. Correct marking of ex- 
tinguishers with these decals will pre- 
vent loss of time and help to avoid 
misuse of equipment. Further infor- 
mation available by checking No. 
11112. 


Bulletin Sells Safety to 
Employes 11117 


A highly effective tool for selling 
safety to workers is a four-page pam- 
phlet entitled “Your Newsletter” pub- 
lished each month in two colors for 
distribution by employers. Quantity 
production allows low cost to indi- 
vidual companies, and the pamphlets 
may be imprinted with the company 
name and an official’s signature. The 
safety messages are short and each 








This pre-war picture illus- 
trates how we used to pride 
ourselves on our well assorted 
stocks to serve customers. 
With Victory we will again 
plan to offer a well-rounded, 
dependable service in South- 
ern Pine, Hardwoods, Oak, 


Beech and Pecan Flooring. 





The Name 









TREMONT LUMBER COMPANY 


Tremont 
Stands for HERBERT MOSS, 
Quality General Sales Manager 


Rochelle, La. 








FLOORING 


MAHOGANY 


We have been many years building 
up our reputation for quality and cus- 
tomer satisfaction. It distresses us 
that under current operating and sup- | 
ply conditiong we are unable to meet”: 


even the needs of our regular custé.“' 
mers. whose forbearanee we solicits,;7 





Wie: 


one is illustrated. Mixed throughout 
is humor, designed to appeal to 
working people. R. M. McFarland & 
Associates have produced the sheet 
for three years and companies using 
it regularly have reported worthwhile 
drops in accident rates. Check 10287 
for complete information. 


Indentifying Grinding 
Wheels 11111 


To acquaint users with the newly 
announced standard markings for 
identifying grinding wheels and other 
bonded abrasives, The Carborundum 
Co. has prepared a 136 page refer- 
ence book, “Grinding Facts,” includ- 
ing a complete explanation of the new 
marking symbols; a comprehensive 


GRINDING 
FACTS 


VOR‘ THE SODIEN oRtieine tee 


THe Cane 


orune 
NIA@ARA tates fe pO MP aNe 
4 





schedule of grading recommendations 
for general, toolroom, diamond wheel 
and thread grinding; a description of 
each common type of grinding; safety 
rules and a table of useful speeds. 
For further information check No. 
11111. 


New Synthetic Resin 11113 


A new synthetic resin developed by 
Monsanto Chemical Co. is said to 
practically eliminate the need for siz- 
ing as a restrictive factor in postwar 
plastics. Because brightly-colored fab- 
rics can be made to show through the 
transparent plastic, a promising fu- 
ture is seen for the new resin in lug- 
gage. Other prospective uses include 
curved wall panels, trailer bodies, 
boats, curved furniture and full sized 
radio and television cabinets. For fur- 
ther information check No. 11113. 


New Books 

The WPB has issued two important 
reports: “The Market for Houses” 
and “The Immediate Market for Ap- 
pliances.” These reports may be ob- 
tained from WPB’s Division of Infor- 
mation. But copies are limited; so 
it’ll be co-operative to refrain from 
asking for them unless you’re quite 
definitely interested. 

National Retail Lumber Dealers 
Association announces resumption of 
printing the Home Magazine; the pub- 
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NEW 
STEEL SASH 
SIZES! 


New Steel Window Sizes adopted by 
the Metal Window Institute for all 
post-war work! Free 12-page bulletin 
showing the new sizes, plus a chart 
on opening sizes for long runs of sash. 
A “must” for anyone now designing 
a project with Steel Sash included. 


FREE! write to... 


DEPARTMENT 8 


MESKER BROTHERS METAL WINDOWS 


424 SOUTH SEVENTH STREET « ST. LOUIS 2, MISSOURI 
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Are you prepared to take advantage of 
the paint selling opportunities in the 








great home restoration and moderniza- 














CHROMEDGE 


The Bs [ Metals Company 


Columbus 16, Ohio 
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tion period which lies ahead? 

That’s a pertinent question which you 
can’t afford to ignore. 

Remember that it’s going to take a 
combination of vigorous and intelligent 
merchandising plus a line of new and 
improved paint products to attract and 
hold customers in the competitive days 
to come. . 


So better plan now to have your name 
at the top of the list for merchandise 
that will aid you to serve your customers 
well when they begin to buy what they 
please from the one who pleases them. 


Over the years Lowe Brothers has..." 
applied a progressive attitude to the - 
manufacture and merchandising of 
unsurpassed quality paint. We intend 
to keep on doing so. 


th 










For 74 Years .--« 
in War or Peace 


First in Quality 
& Dealer Service 
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Power Falling of Craig Mountain Pine 


Modern Facilities 
—Modern Lumber 


Buyers can depend on Craig Moun- 
tain to keep up to date on facilities 
and methods—and up to standard on 
quality. 

Going heavy on boxing and crating 
for the armed forces now, we'll be 
back with better-than-ever service 
when peace again rules the world. 








CRAIG MOUNTAIN LUMBER Co. 
Winchester, Idaho. 








NORTHCUTT 
Lumber Sales Corporation 
Wholesale and Commission 
Hardwoods, Cypress and Pine 


Telephone 181 P. O. Box 288 
SANDERSVILLE, GEORGIA 
All Inquiries Given Prompt And Careful Attention 








Lindsey 8-Wheel 
Tractor Wagons 


are ideal for tractor logging. They 
are used singly or in trains. 


Lindsey Wagon Co., Laurel, Miss. 


Sole Manufacturer 











FIRE PROOF 


Wood Lumber & Timber 

**12U. S$. PLANTS * ° 
Get Circular 107A Now 
Answers All Questions 
193 Hartman Square, Kenilworth 8, N. J. 
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lication carrying the dealer’s imprint 
and that he sends to his customers. 
It is issued six times a year. NRLDA 
address, 1713 Rhode Island Ave., NW, 
Washington 6, D. C. 


Fireplace Grate 11118 


A new fireplace grate, “Verti-grate” 
is being made by the Centre Brass 
Works, Ine. It is good looking, clean, 
convenient and is said to cut fuel 
costs. As little as one refueling in 
twelve hours will keep it burning day 





Made of cast iron with 


and night. 
special heat-refracting lining on the 
back and sides, it is equipped with 
top doors for easy fueling and a rocker 


shaker for cleaning ashes. No 
mechanical parts to get out of order. 
Further information available by 
checking number 10287. 


Solar House Plan Book 11175 


Practical designs for homes of to- 
morrow are illustrated in the booklet 
“Solar Housing—An Architectural 
Lift to Living,” published by the Lib- 
bey-Owens-Ford Glass Co. According 
to the book the trend today is toward 
larger windows and increased natural 
lighting of interiors, and the plans 
presented embody these ideas. For 
further information check No. 11115. 


All Aluminum Ladder 1177110 


Now offered for the first time by 
Duo-Safety Ladder Corp., is an all 
aluminum ladder. Emphasized fea- 
tures are light weight and safety. The 
unit has rounded top rails, web steel 
brackets, open type locks, and high 
resistance to corrosion. Folder avail- 
able by checking number 10282. 


Light Weight 
Logging Arch 11119 


A light weight logging arch made 
by the Hyster Company is said to 
have load capacities and rigid strength 
equal to former models weighing 1,000 
pounds more. In addition, it has less 
tendency for hang-ups against trees 
and stumps. The main roll is larger, 
increasing cable life, and a top hori- 
zontal roll facilitates yarding from 
hill sides above the road. Further in- 
formation obtainable by checking 
number 10286. 


Home Insulation Guide 


Complete information on home in- 
sulation is now available in a book- 
let, “Insulation and Your Home.” All 
types of insulation, where and how 
they should be used, their cost and 
properties are tabulated in simplified 
form. A copy can be obtained for 25 
cents from National Mineral Wool 
Assn., Rm. 2906—1270 Sixth Ave., 
New York 20, N. Y. 


“Forestry on Private Lands" 


A book entitled “Forestry on Pri- 
vate Lands in the United States” 
has been published by the Duke Uni- 
versity School of Forestry. This book 
reviews for the first time, studies of 


private forest practice in each of the: 


four forest regions. The conclusions 
are summarized in a consideration of 
measures suggested to stimulate 
wider application of modern forestry 
techniques in private timber holdings. 
Copies available from the Duke Uni- 
versity Forestry School, Durham, 
North Carolina. 








For Further Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 
found in the heading of the items. Sign the coupon, mail it promptly to the 
AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 2, Ill., and the desired 


information will be forwarded. 


11111 11112 

11115 11116 

11119 11110 
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11113 
11117 
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11118 
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NOW IN OUR 60th YEAR 
OF LUMBER MANUFACTURING 


W.T.SMITH 


YELLOW PINE AND HARDWOODS 


Control Room of the Anaconda Dry Kilns 


10 Kilns to Serve Your 
Postwar Needs 


With peace Anaconda will be able to begin ship- 
ment of dry lumber promptly — direct from its 
battery of 10 modern Moore Cross-Circulation 
Kilns which properly dry 4 million feet of Pine, 
Fir and pel 4 per month. 


ANACONDA COPPER MINING CO. 
LUMBER DEPARTMENT 
BONNER, MONTANA 
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SELECTIVE LOGGING ASSURES 
PERMANENT SOURCE OF SUPPLY 


“LUMBER CO. 


CHAPMAN, ALABAMA 


Z 


& ¥ She “ hd 4 ? & 


SALES OFFICE: 1204 Conway Bidg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 
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~The Champion Plywood & Lumber 
Cow was granted a State charter on 
Ogt; 21 to do a general lumber busi- 


ness at Fayetteville, N. C. Incor- 
porators are R. P. Summerlin, Fay- 
etteville; B. H. Thomasson, Wilming- 
ton, and M. A. Horner, New Bern. 


The service flag of the Ideal Co. 
and Wm. Cameron & Co., Inc., Whole- 
sale, which is displayed in the home 
office ‘in Waco, Tex., and in each of 
the sixteen wholesale branch offices, 
now contains a total of 362 stars. 


O.*R. Dye, formerly manager of 
Burton-Lingo Lumber Co., Colorado, 
Tex., has been transferred to Abilene, 
Tex., as manager there. Mr. Dye has 
been with the.Burton-Lingo company 
for 29 years. — 


W. W. Price, formerly connected 
with the Shamburger Lumber Co. in 
Texas, has recently purchased the 
Larimore Lumber Co., Olney, Tex., 
changing its name to W. W. Price 
Lumber Co. 


Everett M. McCracken, formerly 
personal director of Wm. Cameron & 
Co., Inc., Wholesale, has been selected 
to go to Officers’ Candidate School at 
Quantico, Va. Mr. McCracken, con- 
nected with the Cameron company 
since 1936, resigned May 31, 1944, 
when he reported for duty with the 
U. S. Marine Corps. 


Alex Hay of Longview, Wash., now 
serving as western land commissioner 
for a nationwide lumber company, is 
one of two prominent Pacific North- 
west executives whose companies have 
figured in a Washington state merger. 
Mr. Hay was president of the Feder- 
ated Industries of Washington which 
merged with the Manufacturers’ As- 
sociation of Washington into the new 
organization now known as the Asso- 
ciation of Washington Industries. 


Washoe Lumber Co. is the new 
name of.the former yard of the Red 
River Lumber Co. of Westwood, 
Calif., at Reno, Nev., which was re- 
cently purchased by Kenneth R. Blair, 
T. S. and Sylvia Walker of Westwood. 


Muskegon Lumber & Fuel Co., Mus- 
kegon, Mich., suffered $100,000 loss 
by fire on Oct. 13, Edward D. Brown, 
president and general manager, said 
the loss is covered by insurance. Fire- 
men .succeeded in saving the mill 
building and a large building used for 
storage; trucks also were saved. 


Louig. Brook Coal & Lumber Co., 
Washington, N. J., has been sold to a 
partnership consisting of Mahlon R. 
Freezer and Charles B. Ley, both of 
Washington, who took — possession 
Nov. 1. Mr. Ley will take over the 


active management and Robert Brook, 
son of the former owners, will be re- 
tained in an official capacity. 


Orville Wiseman, former Aberdeen 
(Wash.), advertising man, has leased 
the sawmill of Hub City Lumber Co., 
Albany, Ore., and has changed the 
name to Wiseman Lumber Co. 


Fire on Oct. 18 destroyed the H. F. 
Thurston & Son woodworking mill at 
Methel, Maine, with an estimated loss 
of $150,000. The mill manufactured 
dowels and gluer pins. 


Harry J. Simons Lumber Co., St. 
Paul, Minn., changed its name, effec- 
tive Nov. 1, to Midway Lumber Co. 


Promoted to Chief Quarter- 
master Officer for 
Eastern Command 


Recent press dispatches from 
“SOMEWHERE IN THE U.S.S.R.” 
contain the announcement that Maj. 
Nathan W. Cole- 
man, Kinzua, 
Ore., has been 
appointed chief 
quartermaster of- 
ficer for the east- 
ern command, set 
up in Russia for 
American bomb- 
ers and fighters. 
Maj. Coleman, 
son of Mr. and 
Mrs. A. B. Cole- 
man, Kinzua, has 
been in the army 
for more than three years and was 
stationed in England before being as- 
signed to establish new shuttle bases 
in Russia. He was with the first con- 
tingent of officers to arrive in the 
Soviet Union in March when prepa- 
rations were begun for the historic 
shuttle raids from Italy and England 
to Soviet soil. Maj. Coleman grew 
up in Kinzua where his father is man- 
ager of plant operations for the Kin- 
zua Pine Mills Co. and during his 
school years the son spent his vaca- 
tions working about the plant and 
in the woods operations on road con- 
struction. He is a graduate of Hill 
Military Academy, Portland, and had 
three years at the University of Ore- 
gon, where he majored in business ad- 
ministration. He also had a special 
summer course in R.O.T.C. and upon 
entering the service received his com- 
mission as second lieutenant. He then 
had three months special training in 
the quartermaster corps and from the 
first has been attached to the Army 
Air Corps Quartermaster Service and 
has won his promotions in the field. 
It was only recently that his father 


Maj. N. W. Coleman 





and mother received word of his last 
promotion to the rank of major. 

On Oct. 20 Maj. Coleman’s family 
received word from the Government 
that the Major had just been deco- 
rated with the Bronze Star Medal for 
meritorious achievement in connection 
with military operations against the 
enemy from Feb. 15, 1944, to June 
3, 1944. The citation, which comes 
from the United States Military Mis- 
sion, Moscow, U.S.S.R., says that “as 
Quartermaster for Eastern Command, 
U. S. Strategic Air Forces in Europe, 
Capt. Nathan W. Coleman (the cita- 
tion was won before his promotion) 
overcame, by his initiative and re- 
sourcefulness, the many obstacles 
which arose in receiving supplies and 
in the preparation and implementa- 
tion of an adequate Quartermaster 
service for the Air Force bases in 
the U.S.S.R. in connection with mili- 
tary eperations against the enemy in 
the European theater of operations. 
Although the American troops avail- 
able were limited to the absolute min- 
imum, Capt. Coleman used them, and 
the troops furnished by our Russian 
Allies, with the highest efficiency and 
was thereby able to meet all require- 
ments ahead of schedule.” 


Lumber Drummer DeLuxe 


_ Loses Challenge 


Known among the sawmills of Flor- 
ida and the Southeast as a “lumber 
drummer deluxe,’ M. Mack Evans 
of Atlanta, Ga., met up with some 
“shooting” trouble when he recently 
appeared at the Foley, Fla., general 
offices of Brooks-Scanlon Corp. to 
renew acquaintances. Accompanied 
with a new shooting-iron equipped 
with what he termed a special sight 
that would never permit him to miss 
his target, Mr. Evans courageously 
talked himself into a challenge for a 
shooting match with Mrs. M. J. Foley, 
wife of Brooks-Scanlon’s president. 
Not realizing that Mrs. Foley is 
known as the “Annie Oakley” of the 
county, Mr. Evans went down to in- 
glorious defeat, hitting everything in 
in the vicinity except the bull’s eye, 
while Mrs. Foley was calmly decorat- 
ing the center of the target. 


Wins "Ideas for Victory" Award 


Henry A. Long, Tacoma (Wash.), 
army engineer lumber products in- 
spector, has been awarded $250 under 
the War Department’s national “Ideas 
for Victory” campaign by Col. Con- 
rad P. Hardy, Seattle district engi- 
neer. His suggestion was a new type 
stair stringer for use in barracks’ en- 
trances. Instead of notching stair sup- 
ports he proposed supplying straight 
pieces with dado cuts equal in length 
to the width of a stair tread and cut 
to receive the ends of the tread. The 
old type, according to army engineers, 
had a tendency to check and warp 
and often out in the field in tropical 
climates became unfit for constant 
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THE LIGHTS 


are on again 


All over the world the lights of progress 
are going on again after years of dark- 
ness. Progress has a way of doing just 
that. 


At the Pope & Talbot Port Gamble Mill 
on Puget Sound the sawdust pile burned 
continuously for 70 years from 1855 to 
1925—then it was put out to make room 
for modern methods. When the Pope & 
Talbot lights went on again, a new mill 
powered by electricity had been born to 
send forth a greater volume of lumber 
than ever before — cargoes that were 
bound to all the Seven Seas. 


TALBOT 


DIVISION 
SAN FRANCISCO 























YOUR CUSTOMERS WANT 


eea matic 


ELECTRIC HANDSAWS... 





...why don’t YOU sell them? 


A lumber yard is the natural outlet for Speed- 
matic Saws because every lumber buyer needs 
them now or will need them soon. In your own yard, 
where customers will see it work, SPEEDMATIC will 
pay for itself doing many jobs faster, better than 
they've ever been done before—automatically pro- 
viding demonstration facilities hand to match else- 
where. 

















Speedmatic does the job quicker, 
better, AT LESS COST! 


Just the right 
weight and handiness 
—plus all the power 

you'll ever need. It’s 
er balanced for one- 

d operation in any posi- 
ra-wide shoe as- 
pant steadier, truer cut. 
Blade enters cut at 7,000 
r.p.m. — so fast it practi- 
— feeds itself. Write 
dealer proposition on 
SPEEDMA TIe and other 
top-notch Porter-Cable 
electric tools. . 


———— ~=PORTER-CABLE 
Machine Co. 
1600-11 N. Salina St., Syracuse 8, N. Y. 
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TREES FOR 
TOMORROW 








Like Christmas tree orna- 
ments, the large pine cones 
hang from tips of the 
branches; and from cones 
like these laden with seeds 
is scattered each year the 
seed crop of trees for to- 
morrow. This natural system 
of regeneration makes the 
forest such a unique natu- 
ral resource in that while 
some wood is harvested the 
forest renews itself. 

Western Pines* are no 
exception. 

So, to users of these ver- 
satile forest products, they 
offer the assurance not only 
of a vast storehouse of 
mature timber but a young 
growing forest as well. 


WESTERN PINE 
ASSOCIATION 


YEON BLDG., PORTLAND 4, OREGON 



























HAUNTED HOUSES 
WINDOWS 
that 
ue 
that 
FLOORS ~—e 


that Way 
Doors . 


that are drafty 


These Ghosts 
Must Go 


People are going to expect and demand bet- 
ter homes.. The ghosts of other day will not 
be tolerated. People will expect and demand 
wood that resists decay and insect attack... 
wood that retains its dimensions and elim- 
inates cracks, creaks and rattles. 


WOODTOX . . . easily and economically ap- 
plied, controls decay, termites, lyctus beetles 
and wood borers . . . plus control of warp- 
ing, shrinking, checking and grain raising. 











TIMBERTOX . . . controls decay, termites, lyctus beetles and 
wood borers. 

WOODFIX . . . controls. warping, shrinking, checking and grain 
raising. a 


SEND FOR BULLETINS . . . full descriptions of purposes and 
methods of application of standard wood control preparations. 
These bulletins give the answer to better homes. 


"WOOP: TREATING CHEMICALS CO. 


‘gra? hwest Avenue, St. Louis 10, Mo. 
. MONSANTO CHEMICAL CO. 


raise = 


= 





















use. Army engineers estimate that 
Long’s idea will save 67 percent in 
labor costs over the use of the old 
type and 20 percent in cost of ma- 


terials. Long has been working at 
Pacific Northwest posts as an inspec- 
tor on prefabricated buildings, mill- 
work, and lumber products. 


Disposes of Last of Its 
Retail Yards 

The Covina (Calif.) branch of the 
Kerckhoff-Cuzner Mill & Lumber Co., 
established in 1895, has been acquired 
by William J. Evans, manager at Co- 
vina for the past 25 years. 

With the sale Kerckhoff-Cuzner Co. 
has disposed of the last of 16 retail 
outlets it formerly operated through- 
out southern California for the past 
50 years. The company will devote 
its future activities to the wholesale 
lumber business. 


Reports on European Trip 


Lt. Earl M. McGowin, U.S.N.R., 
told members of the Lumbermen’s 
Club of Memphis at their semi- 
monthly meeting at the Peabody Ho- 
tel on: Nov. 2 that not a foot of lum- 
ber used as dunnage in shipping ma- 
terial of war or food to Great Britain 
is wasted or lost to the United States. 
He said it is all measured and charged 
to Lend-Lease for whatever actual 
value for construction or other pur- 
poses it may possess. 

The lieutenant explained the Brit- 
ish stockpile system and blasted the 
political charge that lumber shipped 
from the United States is used for re- 
construction of bomb-blasted English 
homes. 

In his recent trips through Italy 
and France, made to determine why 
so much lumber was being used and 








Vital to Victory... 


MEN... AMMUNITION & LUMBER 


It takes men—millions of men—to win wars, 


and Dierks has proudly sent its 396th man to 


join our fighting forces all over the world. 


But fighting men must have the tools of attack 
—and Dierks has a part in supplying them. 
Three hundred feet of lumber are required to 
send a man overseas . . . fifty feet of lumber per 
month to maintain him there! Boxing and crat- 
ing—only part of the vital job of lumber in war 
—will consume more than half of all the lumber 
produced in America this year. 


Besides, as the invasion progresses, more and 
more lumber will be required to replace all the 
essential installations that the fleeing Nazis de- 


stroy. Then, across the globe, every single 
Pacific atoll we gain takes lumber — more 
lumber! 


The magnitude of the job still before us is 
only met by our earnest and uninterrupted effort 
to produce lumber for war—on time. This, every 
man and woman at Dierks is endeavoring to do. 
We know the hardships this single-minded effort 
is imposing on our dealers—and we ask their 
patient and patriotic indulgence. 


The day will come—sooner perhaps than you 
think—when Dierks will again supply you with 
quality lumber—the Cream of the Southern 
Pines—in volume to meet the upward surge of 
peacetime building. 


HUGH CLAUD STEPHENSON, 
Chief Ship Fitter, Seabees, U. S. 
Navy, formerly at Dierks’ Broken 
Bow plant, as welder and black- 
smith. 








DIERKS LUMBER & COAL CO. 


DIERKS BLDG. 


D-4 


KANSAS CITY, MO. 








how it should be handled to make de- 
liveries most effective, Lt. McGowin 
said that lumber was the one com- 
fort commodity that the soldiers had. 
It is so precious, he said, that not a 
board of any dimensions could be left 
about. It is the one thing that keeps 
the soldiers off the ground—and that 
is why the Army needs millions of 
feet of it for its hospitals and why 
individual soldiers crave even a single 
board. 


Old Memphis Company Sold 


Clinton Lumber Co., one of Mem- 
phis’ oldest and best known lumber 
and millwork plants, has been sold to 
Col. Jarvis J. Main, retired U. S. 
Army Engineer, and Marine Capt. C. 
L. Nicodemus and Mrs. Nicodemus by 
J. L. Hutter and L. J. Wright, who 
are retiring. The new owners took 
possession Nov. 1 and plan to extend 
the business to include the sale of 
paints, roofing, builders supplies, and 
hardware. 

Col. Bain retired a few months ago 
after 43 years in the Army and Capt. 
Nicodemus, before his entry into the 
service, was a partner in the Pilley- 
Nicodemus Lumber Co., Memphis, and 
was also a former district sales man- 
ager of the Philip Carey Manufactur- 
ing Co. in Little Rock. Mrs. Nico- 
demus, who paints under the name of 
Joan Bain, is a daughter of Col. Bain. 


Course in Wood Inspection 


A course in inspection of wood with 
W. J. Baker, technician of Forest 
Products Laboratory as_ instructor, 
was instituted Oct. 26 at the Univer- 
sity of Wisconsin, Madison, under 
sponsorship of the University’s exten- 
sion division and the U. S. office of 
education. 


New England Caravan to 
Recruit Woods Workers 
Sponsored by the War Manpower 
Commission’s U. S. Employment 
Service, an Army-Navy ‘“wood-for- 


war” combat team, comprising com- 


bat veterans of both services, left 
Belfast, Maine, Oct. 31, for a tour of 
more than 2000 miles through Maine, 
New Hampshire, and Vermont to re- 
cruit workers to cut lumber and pulp- 
wood, shortages of which now threat- 
en to hamper the nation’s war pro- 
duction program. 

Specially equipped Army vehicles 
will bring motion pictures of recent 
combat actions from the fighting 
fronts, showing the ‘uses of lumber 
and pulpwood. 


Feted ‘on: 80th birthday : 
Anniversarys=< i 






After néai 
with the Pa uumber Inspection 
Bureau, Fred: yverett, Wash., 
has relinquished someé“of his, responsi- 
bilities and retired’‘as géneral super- 
intendent of the Bureau, . continuing 
in an advisory capacity, with head- 
quarters in the Everett office of the 
bureau. 
brated his 80th birthday anniversary 
and was tendered a dinner by the bu- 
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ANGELINA 


This modern Angelina mill will be at your service the mo- 
ment peace is declared—same depend- 
able quality as before the war, same 


prewar manufacture and same Angelina 


“Sudden Service.” 


CHICAGO REPRESENTATIVES: 
JOHN H. SHOOK LUMBER COMPANY, 
110 N. Franklin St., Chicago, Ill. 
Retail and Industrial Sales 
A. E, BOATRIGHT LUMBER COMPANY, 
111 W. Washington St., Chicago, Ill, 
Railroad and Car Material 








Now Two Stars in the 
Angelina Army-Navy 
"E" Flag 





ANGELINA COUNTY LUMBER COMPANY, Keltys, Texas 


TROUT CREEK LUMBER CO., Kirbyville, Texas ANGELINA HARDWOOD Co. 
TEXAS OAK FLOORING CO., Dallas, Texas Lufkin, Texas 








Help Your Customers 








SELLS 


ITSELF 
OFF 


YOUR COUNTER 


The label is a beauty, 
furthermore gives com- 
plete directions for use. 





50- and 150-ft. 
rolls, 36” wide 


CONSERVE HEAT * MAKE FUEL - 
LAST LONGER * REDUCE FUEL COST 


To protect against 
termites, carpenter 
ants, powder post 
beetles and all 
forms of rot. 


You can sell WOOD- 
HEALTH with confidence 
— your customers will 
come back for more. 





Transparent, shatterproof R-V-LITE is 
an effective insulator. Keeps heat in, 
cold out . .. retains humidity. Heat- 
ing engineers assert that as high as 
30% of the heat generated in the 
average home is lost through the 
glass window panes, when not covered 
by storm doors and windows. Properly 
fitted storm doors and windows of 
R-V-LITE will prevent the greater part 
of this loss. 


R-V-LITE nationwide publication 
and radio advertising makes 
doubly effective the powerful 
point-of-sale advertising mate- 
rial furnished free to all R-V- 
LITE dealers. 






IN:\V, > @mele):1 te) 'v-Wile)\ pm a 


Exclusive Manufacturers of R-V-LITE and R-V-TEX 


3472 N. Kimball Ave. 
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A R-V-TEX 
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A New Low-Cost, All- 
Purpose Window 
Material 









A special heavy duty 
fabric impregnated 
with R-V_ translucent 
weatherproof com- 
pound. Freely admits 
ultra violet rays. 150- 
ft. rolls, 36” wide. 
Send a trial order to 
your jobber today. 
















Write for Discounts 


Protection Products Mfg. Co. 


Mfrs. of PRESERVATIVE SOLUTIONS for Years 
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Chicago 18, Ill. 


Old ways of logging have given place 
to the new. Mill methods have changed. But the 
high quality of Polson lumber never has changed. 

Sitka Spruce and Douglas Fir direct from our forests. Rail and water 
shipments. 


POLSON LUMBER & SHINGLE MILLS 


SORA STR RO RT SBT 
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HANDLING IN YOUR YARD 





Save space—time—costs—release men 
for productive work—handle lumber with 
conveyors. 

Write for special bulletin A.L.-114, de- 
scribing Standard 
Conveyors designed 
to speed and cut the 
cost of handling in 
lumber and building 
supply yards. 


STANDARD 
CONVEYOR CO. 


General Offices: 
No. St. Paul, Minn. 
















PAUL B. BERRY 
Grand Rapids 6, Michigan 


if you can furnish any of the follow- 
ing (or anything else) write or wire me. 


5 cars 4 to 8/4" Walnut Cherry pre- 
fer upper grades. 


5 cars 5/4’ something for furniture 
frames. 


5 cars 2°" x 2” x 30” Clear Walnut, 
Oak, Gum, Poplar or what have 
you. 


10 cars 34" or thicker crating RW&L or 
strips. 


Can use KD.AD.SD Rgh or S2or4S. 


Interested in plywood panel connection. 











FOR SALE 
Hardwood Flooring Mill, Also Sawmill 


So. E. Ohio town of 15,000. Latest type 
new equipment and buildings, about 
two years old. Several dry kilns with 
automatic controls. On Penn. R. R. 
Own siding. Est. over 20 yrs. Capacity 
20,000° daily each mill. Sell to whole- 
sale, retail lumber dealers and U. S. 
Navy many years. Specializing in 
bending. drying, curing. Large vol- 
ume sawdust sales. Excellent reputa- 
tion and rating among trade for qual- 
ity. Good postwar prospects. Sales 
1943—$379,000. Net Profit—$45,900. Own- 
er desires to retire. All real estate, 
buildings, equipment, inventory and 
good will, price $200,000 cash. No lia- 
bilities. 

Detailed information furnished to re- 
sponsible principals only. 

Phone, wire or write— 


Robert M. Zanville 
522 Nicholas Bldg., Toledo 4, Ohio. 
Telephone: Maine 5134 











Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
ber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


CHICAGO, ILL. © 





92 





reau staff. At that time and in rec- 
ognition of. the event, the board of 
trustees of the bureau arranged for 
the change in his status and named 
as his successor as general superin- 
tendent J. E. Nash. Mr. Nash was 
for sixteen years an inspector for the 
bureau and for four years was super- 
visor of the Coos Bay district. 

Back in 1907, Fred Hayley, a mem- 
ber of the corps of inspectors, was 
appointed the first supervisor of the 
newly created district at Coos Bay. 
Two years later he was promoted to 
the Northern district with headquar- 
ters at Everett and in 1925 was made 
general superintendent, which posi- 
tion he has held since. Officers of the 
bureau give Mr. Hayley much credit 
for the high standing of the organ- 
ization in the markets of the world. 


"E" Award Earns Bonds 
for Employees 


The Vita-Var Corp., paint manufac- 
turers of Newark, N. J., received the 
Army-Navy “E” production award at 
ceremonies on Nov. 2. The pennant 
was accepted by Charles J. Robison, 
president of Vita-Var, who told briefly 
of camouflage paints and of the work 
of Vita-Var employes. 

In addition to “E” pins a $25 war 
bond was given to each Vita-Var em- 
ploye in recognition of his efforts 
which made possible the production 
record that won the “E” award—the 
first time any company has made such 
a gift to all its employes. The bonds 
were distributed at a dinner and en- 
tertainment for employes at the Rob- 
ert Treat Hotel in Newark. 


Promoted 


Douglas B. Jones, former manager 
of the through-shipment division of 
R. T. Jones Lumber Co., North Tona- 
wanda, N. Y., has been promoted 
from lieutenant junior grade to lieu- 
tenant senior grade. He is the son of 
Lt. Col. Harrison M. Jones, chairman 
of the board of the lumber company, 
who is acting chief of the Atlantic 
Overseas Air Service Command at 
Newark. 


Host Compliments Foremen 
and Department Heads on 
Production Record 


On a recent Saturday evening in 
October, Brooks-Scanlon Corp., Foley, 
Fla., was host at a dinner party and 
entertainment for the foremen and 
department heads of their sawmill 
and logging operations. The only 
serious business at the affair was a 
short address by M. J. (Joe) Foley, 
president, in which he complimented 
the men on the grand job they have 
done and are doing for the war ef- 
fort. Mr. Foley emphasized the es- 
sential role lumber is playing in this 
war and stated the men were indeed 
soldiers on the home front. 

The entertainment was “decidedly 
intentional” of the “Hellzapoppin’ ” 
order. Caricatures of several fore- 


men at the mill were quickly and 
boisterously recognized. A quiz show 
was warmly received by the 75 guests 
present and prizes ranged from a cake 
of ice to a live pig. There was a 
coat that fell apart when the winner 
donned it; a set of dishes that crashed 
to the floor just prior to their presen- 
tation; a horse collar; two live ca- 
naries; and numerous other prizes 
that brought almost continuous laugh- 
ter. A grand time was had by all. 


New Company 


Jules K. Johnson, who has. been op- 
erating in his own name since October, 
1942, in Louisville, Ky., is now organ- 
izing the Coast-to-Coast Lumber Co., 
of which he will be president. 

Mr. and Mrs. Johnson have three 
sons and a son-in-law in the service, 
one of whom is a prisoner of war in 
Germany. i 


Recovering From War 
Injuries 

Frank E. Osgood who prior to en- 
tering the Army had been associated 
for 12 years in the Osgood Lumber 
Co. with his father, Frank C. Osgood 
of Bell, Calif., was injured in battle 
in Europe in mid-Septemeber, accord- 
ing to advices received by his father 
recently. Young Osgood, it was re- 
ported, took part in four of the ma- 
jor engagements on the German front, 
and is now reported to be making 
good progress toward recovery in an 
English hospital. 


Form Company to Salvage 
Burned Timber: 

Organization of Tillamook Lumber 
Co., Hoquiam, Wash., which will sal- 
vage fire-downed timber near Tilla- 
mook, Ore., for shipment to a group 
of Grays Harbor, Wash., mills has 
been announced by a group of Grays 
Harbor lumbermen. H. L. Reid, Aber- 
deen, Wash., is president and Harry 
Knox, Hoquiam is treasurer. Others 
interested in the company are A. M. 
Abel, Dr. M. W. Brachvogel, Ed Hobi, 
Herman Snider, all of Aberdeen; and 
W. H. Abel and Albert Schafer, both 
of Montesano, Wash. The company 
will cut logs salvaged from the huge 
forest fire near Tillamook in 1936. 


Word from "Somewhere 
in France" 

The October issue of “The Wedge” 
—an unusually snappy and well pre- 
pared monthly publication of the 
Georgia Hardwood Lumber Co., with 
general offices in Augusta, Ga., car- 
ried a letter from Julian N. Cheat- 
ham, Captain, U. S. Army,’ written 
from “Somewhere in France.” Capt. 
Cheatham, who is on leave from his 
civilian position as hardwood sales 
manager of this company, writes that 
he has been in personal combat with 
the Germans “and it is not pleasant 
to be on the receiving end of the lead 
they are sending over and don’t let 
anyone tell you differently.”’ The let- 
ter continues to say the Germans are 
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AMERICAN Lumber Handling Equipment 
for Saw Mills, Veneer Plants, Industrials 





Planer Feed Elevators 

Dry Kiln Car Loaders 

Dry Kiln Car Unloaders 
Automatic Lumber Stackers 
Hydraulic Veneer Lifts 
Dryer Feed Elevators 
Automatic Press Loaders 
Hydraulic Elevating Tables 


Passenger, Freight & Industrial Elevators 


DESIGNERS AND MANUFACTURERS 
OF SPECIAL EQUIPMENT 


















An ideal tool for 
a great many uses, 
this Combination 
Head may be fitted 
with Bits for mak- 
ing Door, Sash and 
many odd and 
varied mouldings. 


It may be used on the Moulder or Shaper as pre- 
ferred. 


The Bits are milled to pattern, set by gauge for 
yuick changes on short or long runs of stock. 


This is a Head you cannot afford to be without. 


Write to us for particulars and a copy of our 
Catalogue and Pattern Book. 





SAMUEL J. SHIMER2&SONS.INC. 


MILTON Mianufacturers of PENNA 








The Shimer Cutter Heads 
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LANE 


Trade Mark Reg. U. S. Pat. Off. 


SAW MILL 


AVAILABLE FOR 


PROMPT DELIVERY 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 
Be 5 years’ experience in building Saw 
Mills and woodworking machinery. 


LANE MANUFACTURING CO. 


MONTPELIER, VT. 








PAR-TOX 


comes in 
CONCENTRATED Form 


Every gallon of PAR-TOX makes 
30 gallons of toxic solution — by 
simply adding 29 gallons of low- 
cost reducing agent, available 


locally. 


Why pay 30 times the necessary 


transportation cost? 





Specify 
“Par-Tox Treated” 
on your next order. 









IRA PARKER & SONS C0. 


OSHKOSH, WISCONSIN 

















getting plenty of lead in return. 

This same issue of “The Wedge,” 
which contains a number of fine pho- 
tographic reproductions of trees, log- 
ging operations, and uses of hard- 
woods, also carries a reprint of the 
Douglas Malloch poem “Today” as it 
appeared in the AMERICAN LUM- 
BERMAN in 1910. A note by the 
publication’s editor states that in 
1914, about the time World War I 
broke out, “it was said that this was 
one of the most widely quoted poems 
in the English language and its popu- 
larity has not lessened during the 
years.” 


New Warehouse 


United States Plywood Corp., New 
York 19, N. Y., announces the pur- 
chase of. the building at 941 Behan 
Street, Pittsburgh, Pa., which it will 
occupy as a plywood distributing 
warehouse, increasing to sixteen the 
number of wholly owned warehouses 
located throughout the country. 

The Pittsburgh unit is the first 
warehouse opened by U. S. Plywood 
since the war began, although in con- 
junction with The Mengel Co., Louis- 
ville, Ky., four jointly owned ware- 
houses have been opened in the South 
this year. 

The Pittsburgh unit will be man- 
aged by Harold W. Cole, formerly 
U. S. Plywood’s sale representative 
in that city. 


Missing in Action 

Capt. Peter Dempsey, 24, member 
of a prominent Tacoma (Wash.), lum- 
bering family and a P-38 pilot for 
the 8th Army Air Force Fighter Com- 
mand in England, has been “missing 
in action” over Germany since Oct. 
7, according to official notification re- 


ceived by his parents, Mr. and Mrs. 
Neal Dempsey of Tacoma. 

Capt. Dempsey had left New York 
for England on Sept. 7 to rejoin the 
AAF following a leave of absence 
with his parents. During his leave, 
he was married to Miss Mary Mur- 
phy of Tacoma. 


Compton Declares Washington 
State to Develop 
Forest Products 

Dr. Wilson Compton, newly ap- 
pointed president of Washington State 
College, Pullman, Wash., explains 
that, since the University of Wash- 
ington at Seattle already has an ex- 
tensive forestry department, Wash- 
ington State College will not vie with 
the university in creating a like de- 
partment but will concentrate its cur- 
riculae in the advancement of forest 
products utilization. A firm believer 
in the varied use of plywood, Dr. 
Compton pointed out that in the en- 
gineering field, unsupported spans. 
over 250 feet can be constructed of 
wood. 

Dr. Compton declares that his goal 
is to bring the Washington school to 
the foreground, in staff and equip- 
ment, so that it will rank among the 
foremost technological institutions in 
America. 


Lumberman Again a Civilian 

Douglas Jones, for many years the 
New York representative of the Flor- 
ida-Louisiana Red Cypress Co. and 
more recently a lieutenant in the U. S. 
Navy assigned to lumber procure- 
ment, is again back in the lumber 
business as a civilian and was recently 
a guest at the Brooks-Scanlon Corp., 
Foley, Fla. Mrs. Jones is continuing 
her career as a lieutenant (jg) in the 
WAVES. 


Promoted to Chief of Personne! 
and Training Division 

Col. Leslie H. Ross of Oshkosh, 
Wis., has been transferred from Air 
Technical Service Command Head- 
quarters, Wright Field, Ohio, to a ma- 
jor ATSC depot, Pacific Overseas 
depot, Oakland, Calif., where he will 
be chief of Personnel and Training 
Division. 

Former manager of 32 lumber 
yards operated in Wisconsin and 
Michigan by the Fuller-Goodman Co., 
Oshkosh, Wis., Col. Ross is a veteran 
of World War I. He was commis- 


sioned a first lieutenant in November, | 


1917, in the aviation section of the 
Signal Corps. 


Personnel Changes 

E. I. du Pont de Nemours & Co., 
Wilmington, Del., announce the ap- 
pointment of E. M. Flaherty as man- 
ager of the finishes divisfon of the 
Fabrics & Finishes Department. W. 
M. Zintl was appointed assistant man- 
ager and W. F. Donohoe succeeds Mr. 
Zintl as director of finishes division 
sales. Matt Denning becomes assist- 
ant director of sales of the finishes 
division, succeeding Mr. Donohoe, who 
held the same position under the title 
of general sales manager. 


Returns to Old Stamping 
Grounds 

W. A. King, sales manager for 
Thompson Lumber Co., Minneapolis, 
Minn., for 12 years and later branch 
manager for King Lumber Co., of 
Minnesota and Wisconsin, has become 
affiliated with Carl Diebold Lumber 
Co., Portland, Ore., wholesalers, and 
will represent the company in the 
Minneapolis area, with headquarters 
at Minneapolis. 

Mr. King served with the Army en- 
gineers office in Omaha for two years 
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after entering military service and 
for seven months with the Central 
Procuring Agency at Portland. Dur- 
ing his previous Twin Cities residence 
he was president of the Twin Cities 
Retail Lumbermen’s association for 
three years. 








A. J. Skrivan, Tilden Lumber Co., Tilden, 
Neb., is shown here with his son, Albert 
William Skrivan when the latter was a child. 
The inset shows Albert as a Yeoman, second 
class, U. S. Navy, after two years of active 
duty, including nine months in the South 
Pacific. He is a survivor of the Cruiser 
U. S. S. Northampton and of ten major en- 
gagements —the Gilbert raid at Marshall; 
Marcus raid at Wake; Tokyo raid; Midway 
battle; Santa Cruz battle; Fourth Savo 
battle, when his cruiser, the U. S. S. North- 
ampton was sunk (this battle has been 
changed to Tassafronga); Munda Point 
bombardment; three separate bombard- 
ments of Vill, Stanmore and Munda Islands; 
Kula Gulf battle; and battle of Kolomban- 
gara. He has served on the U. S. S. 
Northampton; U. S. S. Louisville; U. S. S. 
Nashville; U. S. S. Honolulu; U. S. S. St. 
Louis; and on the flag allowances of Com- 
mander Cruiser Division Five and Com- 
mander Task Force Sixty-seven and Eighteen, 
and under Admirals Spruance, Good, Taf- 
fender, and Ainsworth. In April of this year, 
Y 2/c Skrivan, who was associated with his 
father in the lumber business before joining 
the Navy, was assigned to shore duty at 
Miami, Fla. 





New Roofing Company 


A new roofing company, Tamko, 
whose name is derived from States 


in the south-central area, has begun. 


operation in Joplin, Mo. The plant 
will turn out asphalt rolled roofing 
and shingles, rolled brick siding, 
building and waterproof papers, and 
various types of roof cement and roof 
coatings. Products will be marketed 
mainly through retail lumber dealers. 


Foresters Trained in Aerial 
Photography Interpretation 
Twenty-eight foresters of National 


forests in California have just com- 
pleted a four weeks’ training in aerial 


photography interpretation at Feather © 


River Training Camp in Plumas Na- 
tional Forest. The project will make 
possible more accurate planning of 


~“ 
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field projects during winter months 
and will be of practical use the year 
around in discussing with timber op- 
erators cutting plans for certain 
blocks of timber. 
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Opens Branch Sales Office 


Clarke County Lumber Co., Thom- 
asville, Ala., has opened a branch sales 
office in Detroit, Mich., which will be 
in charge of Jay B. Deutsch, who has 
been selling in Detroit for many years 
under his own name. 

C. W. Jordan, Thomasville, Ala., is 
sales manager of the Clarke County 
Lumber Co. 


Awarded Second Army-Navy "E" 


Henry Disston & Sons, Inc., Phila- 
delphia, Pa., saw manufacturers, have 
been awarded a second Army-Navy 
“E” for meritorious service on the 
production front. 


Will Build Mill 


The Ogletree Lumber Co., Livings- 
ton, Texas, has purchased a site near 
Areata, Calif., upon which it will 
build an all electric mill with a mini- 
mum 8-hour capacity of 65,000 feet of 
lumber. Construction will begin this 
fall or early next spring. 

The company, owned by G. R. Ogle- 
tree and his son, Ben, has been oper- 
ating some forty years in east Texas. 
The new mill will be designed by Ben 
Ogletree. 


Acquires Company 


W. L. McKnight, president, Minne- 
sota Mining & Manufacturing Co., St. 
Paul, Minn., has announced the acqui- 
sition of the Mid-States Gummed Pa- 
per Co. of Chicago, one of the larger 
concerns in the field of gummed pa- 
per, cloth tape, and gummed label 
manufacture. The transaction places 
Minnesota Mining & Manufacturing 
Co. in two distinct fields of tape pro- 
duction. Originator of “Scotch” tape 
and pioneer in the field of pressure- 
sensitive adhesives, the St. Paul con- 
cern will now also engage in the 
manufacture of water-activated tapes 
and labels. 


CPA Points Way to 
Merged Purchases 
for Army and Navy 


“The proposed postwar merger of 
the Army and Navy, at least in 
the purchasing of supplies, has a 
proved, workable pattern in the 
economy and efficiency of this opera- 
tion,” declared Wilson Compton, ex- 
ecutive officer of the Lumber & Tim- 
ber Products War Committee, in com- 
mending the accomplishment of the 
biggest lumber buying job in history 
by the Central Procuring Agency. 
CPA purchases lumber for all the 
services, or approximately 50 percent 
of all war requirements. 

This has been achieved at a cost to 
the taxpayers of 0.13 percent, as com- 
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pared to the 5.0 percent it usually costs 
the government to operate a purchas- 
ing department and the 2.0 percent 
that is considered low by private con- 
cerns, according to officials of the 
Central Procuring Agency. The per- 
sonnel roster of CPA is not much 
larger than that previously required 
to purchase lumber for a single de- 
partment. 


Establish Forestry Scholarships 

Trees For Tomorrow, Inc., an or- 
ganization of nine Wisconsin paper 
mills in the Merrill area formed to 
preserve existing forests and build 
new ones for potential wood pulp sup- 
plies, has established five $500 schol- 
arships in forestry for which for- 
estry-minded high school seniors in 
29 Wisconsin valley high schools can 
compete. One $500 scholarship will 
be awarded annually in each of the 
five school districts. 


Hardwoods Offered to Navy 


In appraising the effect of recent 
requests by the WPB that certain 
species, grades and sizes of hard- 
woods be offered to the Navy Co-or- 
dinating Unit, a*point or two should 
be kept in mind. First, the relaxing 
of the first seven Directions of L-335 
carried the condition that certain 
hardwoods could be sold on uncertified 
and unrated orders only if deliveries 
did not interfere with the filing of 
certified and rated orders. So it would 
not be too difficult to bring the re- 
quirements for the truck-body pro- 
gram under the coercive provisions 
remaining in the order. Second, this 
is something of an experiment in in- 
formal co-operation; rather clearly 
an attempt to see if this kind of col- 
lective action isn’t generally feasible. 
In short, it is an experiment in indus- 
try self-government. 





Dedicate Texas Tree Farms 
System with 65 Members 

Texas is the tenth and latest com- 
monwealth in the United States to 
establish an official State tree farms 
system, dedicated to the perpetuation 
of the State’s timber supply, protec- 
tion and conservation of its forest re- 
sources, and to increasing its forest 
wealth on the 10,500,000 acres of com- 
mercial forests and farm woodlands 
in the State. 

Sixty-five members—individuals and 
firms—with an aggregate area of 
841,674 acres of timberlands, were 
awarded certificates as “tree farm- 
ers” at the official dedication of the 
Texas system in Lufkin on Oct. 24, at 
an observance of Texas Forest Con- 
servation Week. Hubert M. Harrison, 
Longview, general manager East 
Texas Chamber of Commerce, was 
master of ceremonies and speakers 
included Lt. Gov. John Lee Smith of 
Austin; Col. C. C. Chambers, Lufkin, 
vice president Texas State Manufac- 
turers’ Association; R. M. Eagle, Car- 
mona, president Texas Mill Managers’ 


Shown at dedication 
of Texas Tree Farms 
System at Lufkin, 
Oct. 24, are, left to 
right: W. E. White, 
director Texas Forest 
Service; Tom Wal- 
ton, Groveton, tree 
farmer; Lt. Gov. 
John Lee Smith; 
Hubert M. Harrison, 
general manager 
East Texas Chamber 
of Commerce; 
James C. McClellan, 
assistant forester 
National Lumber 
Manufacturers’ 
Assn.; Sam B. Craw- 
ford, representing 
Texas Long Leaf 
Lumber Co., Texas 
No. |! Tree Farm; 


Association; Tom Walton, Groveton, 
representing the small tree farmers; 
and James C. McClellan, assistant 
forester, National Lumber Manufac- 
turers’ Association. 

Sponsors of the Texas Tree Farms 
System are Texas Forestry Associa- 
tion, Texas Forest Service, and East 
Texas Chamber of Commerce. Among 
other organizations co-operating in 
the State’s tree farm movement are 
Texas Mill Managers’ Association, 
Texas State Manufacturers’ Asso- 
ciation, Southern Pine Association, 
American Forest Products Industries, 
Inc., and others. 

The Texas Forest Service has the 
responsibility and authority for in- 
specting the lands and issuing official 
certificates and tree farm signs. The 
largest tree farm—183,233 acres—is 
owned by the Texas Long Leaf Lum- 
ber Co., Trinity, and was awarded the 
No. 1 tree farm certificate in recogni- 
tion of and as a tribute to the late 
Paul T. Sanderson, who was president 
of the company and of the Southern 
Pine Association. 





Don Canterbury, forester, Champion Paper & Fibre Co., Pasadena, and A. E. Cudlipp, 
secretary-treasurer, Texas Mill Managers’ Assn. 
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. . Obituaries 


BRAYTON BARBER, 80, lumberman, 
died at his home in Goldston, N. C., Oct. 
17, following a few days of serious ill- 
ness. 


GEORGE D. BARRICK, 46, associated 
with his brother, Glenn, in Barrick 
Bros. Lumber Co., Coshocton, Ohio, died 
suddenly and unexpectedly on Sept. 28 
at his home in that city. He was the 
unopposed Democratic candidate for re- 
election to a third term in the Ohio 
general assembly. Active in various 
organizations, Mr. Barrick also took a 
leading role in practically all civic en- 
deavors. His brother, James Glenn Bar- 
rick, survives. 


JOHN W. BAYLY, 78, retired Duluth 
lumberman, died in Mora, Minn., Oct. 27, 
of a heart attack. Surviving are a son, 
two daughters, and six grandchildren. 


ENOCH “NICK” BOSTRUM, associated 
with the Osmose Wood Preserving Co. 
of America, Buffalo, N. Y., died sud- 
denly of a heart attack on Oct. 21 while 
on a business trip to Jackson, Mich. He 
was a member of the American Wood 
Preservers’ Association. 





ANTON HENRY BRIX, 67, engaged 
in logging operations in Oregon and 
western Washington since 1905, died 
Sept. 30 in an Ilwaco (Wash.) hospital, 
following a heart attack. He and his 
son, Walter, had operated lumber mills 
and logging camps along the lower Co- 
lumbia river since 1917. His operations 
included the Knappton Logging Co. He 
was president of the Green River Lum- 
ber Co., with mills at McIntosh and 
Baldi, Wash. Survivors include his 
widow, and three sons, one of whom is 
Walter of Ilwaco. 


SYLVANNUS J. BUNKER, 87, who 
spent forty years of his life in the 
lumber business in Missouri, died Oct. 
30 in a hospital in St. Louis. The town 
of Bunker, Mo., which was formed by 
his lumber company, was named for 
him. A daughter and two granddaugh- 
ters survive. 


GEORGE R. CARTIER, 76, retired 
South Bend, Wash., lumberman, died at 
his home in Tacoma, Wash., Oct. 20. 
He was vice president of the South 
Bend Mills & Timber Co. which he or- 
ganized with his brother-in-law, Ed 
Gaudette, the night before the San 
Francisco fire and earthquake, and 
Cartier and his associates made a finan- 
cial killing on the big San Francisco 
lumber market after the disaster. He 
retired from business about 1920 and 
moved to Tacoma about 15 years ago. 
Survivors include his widow, a daugh- 
ter, a sister, and two brothers. 





JOHN M. CASEY, of the O. H. Sample 
Lumber Co., St. Louis, Mo., died sud- 
denly Sept. 24. Surviving are his widow, 
two daughters, two sisters, and two 
brothers, one of whom is James P. 
Casey, vice president and secretary of 
the O. H. Sample Lumber Co. 


MRS. HERBERT L. CHAPMAN, 
mother of E. W. Chapman, eastern rep- 
resentative of AMERICAN LUMBER- 
MAN, died in Grand Rapids, Mich., on 
Oct. 15. She had been in ill health for 
some time and had been a patient in a 
Grand Rapids hospital since August. 


SILAS WALTER COATS, 63, organ- 
izer, president and general manager of 
Warren Lumber Co., Warren, Tex., died 
Oct. 16 at his home there. He is sur- 
vived by his widow, two sons, a daugh- 
ter, two brothers, a sister, and two 
granddaughters. 


JONATHAN J. FARVER, 87, a founder 
of Farver Lumber Co., Shipshewana, 
Ind., died Oct. 5 in his home there. He 
had been ill of a heart ailment for three 
years. He was associated with the busi- 
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ness until his death. Survivors include 
his widow and four daughters. 


E. M. FRANKS, 62, president of 
Wranks & Sons retail lumber yards with 
headquarters in Lisbon, Iowa, died Oct. 4 
in that town. Survivors include his 
widow, a daughter, and two sons. 


OSCAR FULLER, 64, proprietor of 
Osear Fuller Lumber Co., Portageville, 
Mo., died suddenly of paralysis in his 
office on Oct. 13. Mr. Fuller was one of 
even who organized the Southeast Mis- 
souri Retail Lumber Dealers Associa- 
(ion. His widow and three sons sur- 
vive. 


FRANCIS E. GALBRAITH, 58, of Gal- 
braith & Son, Sunman, Ind., died Oct. 
20. He is survived by his father. 





ARTHUR JOHNSON, 58, president, 
Diamond Hardwood Co., Los Angeles, 
Calif., died recently at his home in that 
city. Survivors include his widow and 
a daughter. 





CORP. JAMES R. LOWE, 23, U. S. 

Marine Corps, was killed in action 
in the Palu Islands on Sept. 18, ac- 
cording to*word received by his parents, 
Mr. and Mrs. Emmett Lowe of Orting, 
Wash. Before his enlistment in the 
Marines on Sept. 22, 1942, he was pur- 
chasing agent for the Pacific Millwork 
Co., Tacoma. He participated in the 
initial landings at Cape Gloucester, 
New Britain, Woodlark Island, Orel 
Bay, and Cape Sudest near Buna in 
New Guinea and also at Milne Bay. He 
also had been stationed at Townsville, 
Australia, and in the Hawaiian Islands. 
He had been overseas 21 months. 


SAM R. STEVENS, 63, secretary- 
treasurer Houston Retail Lumber Deal- 
ers Association, died in a Houston hos- 
pital Oct. 28, following a short illness. 
He only recently resumed his position, 
following a two-year leave, during 
which time he served as supervisor of 
the War Production Board in Dallas. 
Survivors include his widow, three sons, 
and three daughters. 


ROBERT L. TOMPKINS, 73, proprie- 
tor of the Pinnell-Tompkins Lumber 
Co., which operates yards in Rushville 
and Mays, Ind., and also a founder of 
the Rushville Furniture Co., died Oct. 
26 in a hospital in Indianapolis, after 
an illness of a year. His home was in 
Rushville. His widow is the only sur- 
vivor. 





PFC. ALFRED WILLE, 36, vice-presi- 
By dent of the Wille Coal & Material 
i"“Service, Mount Prospect, Ill., when 
he entered the service a year ago, has 
been reported killed in action in Ger- 
many on Sept. 19. Besides his widow, 
he is survived by his parents, Mr. and 
Mrs. Herman Wille, two brothers, and 
two sisters. 


RICHARD WYATT WISTAR, 74, as- 
sociated in the wholesale lumber busi- 
ness in Philadelphia, Pa., since 1898 
with Frederick S. Underhill in Wistar 
Underhill & Co., died Sept. 24 at his 
home in Salem, N. J., after several years 
of declining health. Mr. Wistar was 
active in association work. He was a 
former president of the Philadelphia 
Wholesale Lumber Dealers’ Association, 
and was active in the Lumbermen’s Ex- 
change of Philadelphia. His widow and 
a brother survive. ; 


JAMES KENNETH YARNELLE, 53, 
proprietor of Yarnelle Lumber & Coal 
Co. and Baer Lumber Co., Wabash, Ind., 
died Oct. 21 in a hospital in Wabash. 
He became ill while on a business trip 
to Lafayette, Ind., two days before his 
death. He served in World War I and 
was a member of various organizations. 
He is survived by his widow, a son, a 
daughter, and a brother. 





ADVERTISING 


PAYABLE IN ADVANCE 

Copy must be in office of AMERICAN LUM- 
B AN by Monday prior to publication 
date. Rates are based on number of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind” ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
proper classification, with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 


RATES PER WORD. PER INSERTION 


8c per word for one insertion. 

7c per word, per insertion, for 2 consecutive 
insertions. 

6c per word, per insertion. for 3 to 5 consecu- 
tive insertions. 

Attractive discounts for 6, 13 or 26 








HELP WANTED 


WANTED 


Experienced, sober, steady Headsawyer for 
modern, steam, hardwood mill sawing up to 
12 M ft. per day. Stead —— and 
good pay. Potter Lumber Co., Allegany, N. Y. 


WANTED 
Band sawyer for single band mill. Village of 
5000 northern New York. School town. Posi- 
tion open November 1. Address X-24, Ameri- 
can Lumberman. 











ANTED 

Line-yard firm 40 miles from Chicago desires 
lumber buyer with West Coast and Southern 
connections. Arrangements can be made to 
keep your present customers. State experi- 
ence in first letter. All correspondence strictly 
confidential. Address Box X-68, American 
Lumberman. 





WANTED 


Experienced Tallyman 
LUMBER EXCHANGE TERMINAL, INC. 
Green and West Streets, Brooklyn, N. Y. 
Ev. 9-4151 


Wharfage Warehouse 





WANTED 


Architect-estimator-salesman to take complete 
charge of home building department of prog- 
ressive retail yard in Wisconsin. Excellent 
opportunity for experienced man. Large st 
war building program. To report before Jan- 
uary 1. Address X-51, American Lumberman. 





tive insertions. 
When answering “blind” advertisements ad- 


dress number shown care of 


AMERICAN LUMBERMAN 


139 N. Clark St., Chicago 2, Illinois 








* WANTED - 
Maintenance electrician for modern electri- 
cally operated pine sawmill, planing mill and 
remanufacturing plant situated in Oregon. 
Permanent operation. Steady. year around 
employment. Box X-40, American Lumberman. 








HELP WANTED 


WANTED 


Experienced lumbermen who are capable of 
doing estimating. sales and general office 
work in retail lumber yard. cellent pay. 
Whelan Lumber Co., Topeka, Kansas. 


WORKING FOREMAN 


For wholesale and retail lumber yard. Must 
be experienced and able to handle men. 
Permanent job for right man. S. S. KEELY 
& SONS, Main St. & Leverington Ave., Phila- 
delphia 27, Penna. 


WANTED 


Experienced yard foreman to work in retail 
lumber yard in Mattoon, Illinois. For infor- 
mation call at yard. Estate of J. D. Andrews, 
Mattoon, Illinois. 


WANTED 


Experienced middle aged or younger yard 
man. Reference required. $1.00 per hour. 
Address X-62, American Lumberman. 


WANTED 


Successful line-yard company in Northern 
Illinois has openings for yard manager, as- 
sistant yard manager, and a working fore- 
man. Give all details about yourself in first 
reply. Replies confidential. Address Box 
X-69, American Lumberman. 























A REAL OPPORTUNITY 


Our business was established back in 1888 
and is still going strong. Present owner 
needs a capable assistant who understands 
lumber retail business and is a practical 
architect. Position offers the right man an 
opportunity of eventually becoming owner. 
Will appreciate Gny reader mailing this ad- 
vertisement to some good man in armed 
forces. State your qualifications, experience, 
age. Address X-61, American Lumberman. 


WANTED 


Permanent. Superintendent for detail mill- 
work plant employing 40 to 60 men. West 
Coast city of 120,000 people. No finer climate 
—recreational—living conditions. Long estab- 
lished firm. Rather than master craftsman, 
we require a production man that can handle 
and lead men, and visualize and co-ordinate 
the rough to finished process. Correspondence 
invited and strictly confidential. Address X-71, 
American Lumberman. 





BOX FACTORY SUPERINTENDENT 


Richmond, Va., woodworking plant crn | 
for outstanding production man experience 
in planing mill or box plant operation. Must 
be able to handle men and machines and 
know costs. Excellent immediate salary and 
profit sharing basis with post war oppor- 
tunity. Give complete experience first letter 
to obtain interview. If we grant interview 
we will pay your expenses to Richmond. 


STANDARD FABRICATION. LTD., Box 3-K, 
Richmond 7, Virginia. Telephone 3-6117. 





WANTED 


By well known Dry Kiln Manufacturer. man to 
act as sales representative. Kiln experience 
preferred but not required to man experienced 
in wood ‘working and lumber industry. Give 
as complete information as possible in_an- 
swering, also salary expected. Address X-70, 
American Lumberman. 


WANTED 

Working bookkeeper familiar with present 
day tax laws and Government regulations to 
take charge of line-yard general office in 
Northeastern Illinois. Approximately 5 book- 
keepers in office. Please state qualifications 
in first letter. All replies confidential. Ad- 
dress Box X-67, American Lumberman. 








MANAGER 
For small retail yard in Eastern Iowa. Must 
comply with all WMC regulations. Address 
X-60, American Lumberman. 





JUNIOR EXECUTIVE 


with considerable experience in office pro- 
cedure, preferably young man familiar with 
payroll work and some omenetion. Excellent 
opportunity to learn and advance in well es- 
tablished plywood business. Would have 
charge Western factory office. Address Box 
X-58, American Lumberman with fullest possi- 





WANTED—STENOGRAPHER _ 
For general office work: prefer one with re- 
tail lumber experience. Excellent workin 
conditions. Darling Lumber Co., Ltd., 181 
Grand Ave., Chicago 22, Il. 


SITUATIONS WANTED 


AUDITOR AND TAX ACCOUNTANT 
is © for a position. Wide experience in- 
cluding Jumber manufacturing. public ac- 
counting. and all forms of taxation. 




















ble information regarding self. 


AMERICAN LUMBERMAN, November 11, 1944 


- 


references. P. O. Box 2192. DeSoto Sta., 
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SITUATIONS WANTED 


SITUATIONS WANTED 


USED MACHINERY WANTED 








Salesman of long. experience in Lumber, Mill- 
work, Metal building specialties, hard mate- 
rials, and construction products of all kinds 
wants sales job with manufacturer, whole- 
saler or jobber in area centering around 
Ottawa, Ill. Well acquainted with retailers, 
manufacturers and industrial buyers in this 
region. Address X-52, American Lumberman. 





WANTED 


A responsible position with a progressive or- 
ganization offering post war opportunity. Have 
had 16 years successful experience in Touber. 
builder's supplies, paint, hardware, coal mer- 
chandising. firm management, contracting and 
architectural designing and estimating. Ad- 
dress Box X-55, American Lumberman. 





PRODUCER AND BUYER POLES PILING 
AND CROSS TIES 


Well known Louisiana to Georgia, thoroughly 
familiar with production and markets, wants 
connection with Treating concern. Whole- 
saler or large manufacturer, salary or com- 
mission with exclusive territory. Age 58. Ac- 
tive. Have good car. Address Box X-54, 
American Lumberman. 





Lumberman interested negotiating connection 
as manager good volume retail yard and/or 
wholesale building materials. Address Box 
X-66, American Lumberman. 





EASTERN SALES MANAGER 


Position as Eastern or district sales manager 
desired by man 40 years old. with 20 years 
experience in wholesale and retail lumber 
and -building materials. Past experience cov- 
ers sales control, merchandising, advertising, 
general management. Excellent record of ac- 
complishment, including organizing of new 
outlets. Prefer to locate in New York area. 
Address X-65, American Lumberman. 


LUMBERMAN 


Ten years retail owner and operator—l4 
years larger mills. Chief Accountant, office, 
sales and credit manager wishes connection 
carrying opportunity. ver draft and middle 
age, Southern States. Address X-59, Ameri- 
can Lumberman. 








MANAGER DESIRES CHANGE 


Age 47, Married, Protestant, 25 years experi- 
ence in retail lumber, coal, hardware, paint 
and building materials, 20 years as manager. 
Can take complete charge. Best references. 
Address X-33, American Lumberman. 








USED MACHINERY WANTED 


WANTED 


Used 20° ball bearing double end trimmer. 
POTTER LUMBER COMPANY, Allegany. N. Y. 


BOXBOARD MACHINERY WANTED 


We are in the market for nailing machines 
open and closed back anywhere from two to 
eighteen track. Also interested in Mereen 
aes or Morgan Matchers, Edge Trimmers, 
Squeezers and Band Resaws, and any other 
box equipment used in box working factories. 
Address “K-21,"" American L erman. 


NAILING MACHINES, ETC. WANTED 
We want 3 Morgan or Doig Nailing Machines 
goer any size. We also want 1-Shook 

plicer, Morgan. Doig or Saranac. 1-Hand- 
hole cutting machine. 1—2’’ Dowel Machine: 
also Dowel Sander. Send list of all machines 
ou wish to sell. Chas. N. Braun Machinery 
o., Fort Wayne. Indiana. 

















WANTED 


Truck Crane in good condition 
PRUDENTIAL LUMBER CORPORATION, 
769 Rockway Avenue, Brooklyn 12, N.Y. 


WANTED 


Mereen-Johnson ¢ 416 Bottle Box Groover and 

Mereen-Johnson ¢ 417 Automatic Handhole Ma- 

chine, also Mereen-Johnson +477 Automatic 

Cutoff Saw. DUNCAN BOX & LUMBER CO., 

-. Fourteenth St., West Huntington 10, 
. Va. 








Morgan 12 Track Nailer and Cleater, with 
Side Arm, with or without Motor V Belt. 8°’ 
American 505 Moulder. with or without 20 
H. P. Motor. 
Reynolds Screw Driver, Motor Drive. 

PHILIP REINHARD & SON, Pekin, Illinois 





Machines to make brooms, broom handles, 
shovel handles, diesels, sawmills, woodwork- 
ing machinery, railroad equipment & supplies, 
Byor shovel, 10 x 24 jaw crusher, tanks. 
y equipment suitable for export to Mexico. 
List with usl 
WESTERN SUPPLY COMPANY, 2427 Myrtle 
Ave., El Paso, Texas. 





WANTED 


Ross Lumber Carrier also Lift Truck. Address 
X-63, American Lumberman. 


WANTED 
Vonnegat Sticker, double-end tenoner, chain 
mortiser. Advise price, condition, and model. 
PATTERSON LUMBER COMPANY, 9300 Hub- 
bell Ave., Detroit, Michigan. 


WANTED 
Late type 10-in. moulder, ball-bearing and di- 
rect motor driven, equipped with 4-ft. hopper 


feed. Write Donny Cheese Factory Equip- 
ment Co., 1324 Twelfth St., Monroe, Wis. 


WANTED 


l—Horizontal Resaw. 7’ band wheels pre- 
ferred. Contact KLATZKY BROTHERS, Calu- 
met, Michigan. 














WANTED ; 


One complete 10 ton capacity, full swing 
derrick with at least 80 ft. boom, steam or 
electric driven. VREDENBURGH SAW MILL 
COMPANY, Vredenburgh, Alabama. 





WANTED 


1—12"’ or 16’ Electric Moulder 
1— 6” Electric Moulder 
1—Glue Jointer D.M.D. 
PHILIP REINHARD & SON, Pekin, Ill. 





WE ARE IN THE MARKET 


For Morgan or Doig Nailers, any size or con- 
dition. Will pay up to $100.00 per track. Can 
use several vertical resaws, single or twins. 
Hand-hole cutting machines and corrugated 
fastening or shook splicing machines. Wire, 
write or ‘phone: Keystone Machinery Co., 324 
Fourth Avenue, Pittsburgh 22, Pa. 








SAWMILL for SALE 


As a whole or in part, Band Sawmill consist- 


ing of: 


1—18 x 20 Wheland Twin Slide Valve 


engine 


1—8 foot Wheland right hand band mill 
with 3-block Wheland carriage equip- 
ped with No. 3 Trout electric set works 


and Knight dog 


1—Heavy duty No. 3 Clark edger 


1—20 foot Wheland drop saw trimmer 


1—4 foot slasher 


and all other auxiliary machinery consisting 
of jack slip, dust conveyors, filing room ma- 
chinery, live rollers, Wheland hog and Clark 
nigger. This mill is complete with the excep- 


tion of boilers. 


This mill will be operated until approximately 
December 31, 1944 and may be inspected in 


operation prior to that time. 


TENNESSEE EASTMAN 
CORPORATION 


KINGSPORT, TENNESSEE 
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USED MACHINERY FOR SALE 








FOR SALE 


1 Climax Logging Locomotive complete 42- 
inch gauge 
l'Boiler for Climax Locomotive 
Lots of wheels and axles and parts for Climax 
Locomotives. All this material at Comwall, 
pana County. Va., on the N. & W. 
Railway. 

so RIVER LUMBER COMPANY, Inc. 

Northumberland, Pa. 





SPECIAL OFFER 
80 Heavy-Duty Used Cast Steel 
LOGGING RACES 


FOR RAILROAD CARS 
OR STORAGE BINS 


No priority required. 
Sketch gladly furnished. 


IRON & STEEL PRODUCTS, INC. 
13424 S. Brainard Ave., Chicago 33, Illinois 


“ANYTHING containing IRON or STEEL” 





FOR SALE FROM STOCE 


Woodworking machinery of all kinds. 
Inventory constantly changing but postal will 
tell you if we have that much needed ma- 
— you are looking for. 500 machines in 
stock. 

Ty us—ask for stock list. 
BOSCHO, INC., Medford 55, Mass. 





Subject prior sale. One Sinker-Davis 10° 
Band . 7’ wheels, with carriage and 3 
saw edger. Complete filing equipment ex- 
cept grinder. Two used saws. Bargain for 
cash or will trade for marketable lumber. 
a LUMBER CO., P. O. Box A, Export, 
a. 





ELECTRICAL MACHINERY 


Motors and Generators, A.C. and D.C. for 
sale at attractive prices. Large stock of 
New and Rebuilt motors on hand at all times. 
Expert Repair service. Send us your in- 
quiries. 

V. M. NUSSBAUM & CO., Fort Wayne. Ind. 





FOR SALE 


Vertical Band Resaw, American 48" Ball 
Bearing to take blades up to 5’ wide 248” 
long, with one 35 H.P. 3/60/220 Electric Motor 
driving lower wheel by V belts and control, 
one 5 H.P. separate feed motor, ten saw 
blades all usable, Price: $2,000.00. 

Matcher, 6x15 #404B S.A. Woods 6-Knife 
Round Top. Bottom and Side Heads, double 
— jointing ag ane with one Cun- 
ningham automatic feedi table, ice: 
$3,427.00. - — 
Can furnish at extra charge, 75 H.P. 3/60/220, 
1200 RPM Motor and Compensator. 

Moulder, American ¢ 505, 8°’ Babbitt Bearing 
Square Heads, Price: $1100.00. 

Roller Wagons, six heavy-duty all steel lum- 
ber roll-off w 48” di ter rear wheels, 
36° diameter front wheels, 5’ width wheels. 
4 rollers each wagon. approximate width 6’, 
approximate length 14’, and approximate 
height 48", Price: $300.00 each. 

All above items are offered subject to prior 
sale as is F.O.B. cars or trucks, St. Louis, 
Missouri. . Terms net cash. If interested con- 
tact Hill-Behan Lumber Company, 6515 Page 
a St. Louis 14, Missouri, Phone Del- 
mar 4 


HOME PLAN BOOKS FOR SALE 


ONE STORY TAILORED HOMES 


Discard plan books of out-of-date, poorly 
planned houses—show prospects this onl 
modern book of sixty floor plans with HIS 
SELECTION of new, smartly styled exteriors— 
making possible hundreds of combinations! 
Get it for your co-operative contractors as 
well—it will make you friends and money. 
Sample $1.25. H. P. JONES CO., 486 E. Bran- 
deis Th. Bldg., Omaha 2, Nebr. 
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Quality 
Lumber 
for your 
Postwar 

Needs 


For nearly 46 years Booth-Kelly 


have been satisfying customers 
with their dependable quality old- 
growth Yellow Douglas Fir. Buy- 
ers who formerly relied on Booth- 
Kelly can rely on it that as soon as 
Victory is achieved we'll be back 
with our usual prompt shipments 


of the full line of Booth-Kelly 
products. 


RRB 


DOUGLAS FIR 


Dimension Flooring 
Drop Siding Finish 
Mouldings Casing 


Ceiling 
Stepping 
Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


Boothictell 


TWO MILLS—GPRINGFIELD & WENDLING, ORE. 
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by Robt. Y. Kerr | 


C. A. STRICKLAND, of the Bab- 
cock-Fielder Lumber Co., Inc., Clo- 
quitt, Ga., is a flier. 

During the past ten years he has 
flown more than a thousand hours; 
likes the game and thinks it’s much 
more than a game. He doesn’t be- 
lieve that private aviation after the 
war needs to be or should be a “rich 
man’s hobby.” 

In this connection he writes the 
Sleeves about a comment made on 
this page some time ago; to the ef- 
fect that private aviation is going to 
be an important vitalizing factor in 
developing the air age of the future. 
Perhaps you think that the great de- 
velopments of military and commer- 
cial aviation have already done all 
the pioneering work for the coming 
era of flight. But we’re told that for 
each person who travels by air as a 
matter of course, when he can get a 
reservation, there are hundreds who 
have never been up. The most prac- 
tical way in which to get air travel 
generally accepted is to encourage 
private pilots to own and operate 
their own planes. 

Mr. Strickland thinks that, because 
of present military aviation needs or 
something of the sort, the CAA is 
getting unnecessarily and perhaps 
unintelligently hard on the private 
pilot. In fact the agency seems de- 
termined to ground the amateur. It 
is making the physical examinations 
so tough that, as Mr. Strickland sees 
it, “a student applying for a medical 
certificate has to be in such good 
shape that any man over thirty 
years old has a hard time passing.” 
He adds: “A person does not have 
to be a superman to fly these small 
aircraft. The main thing one needs 
is good old common sense plus the 
love of flying. .. As you will remem- 
ber, the Army Air Corps turned down 
boys for years because they didn’t 
want them. They used the physical 
items for most of their rejections. 
They are taking those fellows now.” 

A lot of lumbermen have been 
aviation enthusiasts. Their ranks in- 
clude timber owners who make use 
of the ships for fire fighting, inspec- 
tion trips and the like; also a good 
many others who simply like to fly. 


You may recall the pictures printed 
in this journal, some years ago, of 
the plane owned by one of the prin- 
cipals of the 'W. F. & J. F. Barnes 
Lumber Co., Waco, Texas. The pic- 
tures showed the ship on its return 
from a hunting trip; with one or 
more deer lashed in the cockpit. Fred 
L. Ward, a lumber retailer of Mar- 
shalltown, Iowa, was a fighter pilot 
in the first World War; for a long 
time kept his own ship at the local 
air port. There are many others. In 
fact we’d like to know how many 
lumbermen are pilots. 

Since this page mentioned Henry 
Kaiser’s statement about the impor- 
tance of private flying as a develop- 
ing aid to the coming air era, Mr. 
Kaiser has made more aviation news. 
Something tells me I’m getting onto 
controversial ground; since there 
seems to be much difference of opin- 
ion about the virtues and uses of the 
helicopter and its related machines. 
It seems that a youngster of seven- 
teen or so has worked out some new 
principles or developments for this 
type of plane and got Mr. Kaiser in- 
terested. To make something of a 
first-hand test of the ease of learning 
to handle the machine, Mr. Kaiser 
took a little instruction; half an hour 
or but slightly more. As I under- 
stand it, Mr. Kaiser had never pilot- 
ed any kind of machine. He told 
Mrs. Kerr that after this brief in- 
struction he took the plane up alone, 
circled the field and the adjoining 
geography for a time and set the 
machine down on the landing area 
without even a jar. 


Naturally there’s a lot more to fly- 
ing than just getting up into the air 
and getting down again safely. But 
in the main the private flier doesn’t 
need the navigation training of the 
transoceanic pilot. He’ll make short 
flights and need not be caught up in 
bad weather. Most of his naviga- 
tion will consist of following rail- 
roads or highways. So. getting up 
and getting down are an important 
part of his technique. “The main 
thing one needs,” to repeat Mr. 
Strickland’s statement, “is good old 
common sense and the love of fly- 
ing.” 
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